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INCOME DURING 
DISABILITY 


%& World-wide protection and full 
coverage for both accident and 
sickness regardless of other insur- 
ance owned. 


% Income for hospital and 
nurse’s expenses to $750.00 a 
month — plus surgery benefits. 


* Life-time accident benefits and 
full monthly income for both con- 
fining and non-confining illness. 


FAMILY PROTECTION 


%& $500.00 emergency draft pay- 
able on the very day of death. 


%& Flexible Family Income Plan 
pays $10.00 to $20.00 a month 
per $1,000.00. Family Security 
Plan triples face amount. Popular 
Double Protection to 60 (pio- 
neered by B.M.A.) 


%& Liberal non-medical practices. 


FUNDS FOR COLLEGE 
EDUCATION 


% B.M.A. Plan pays tuition— 
monthly expenses for four years, 
and cash graduation gift. 


¥*& Contracts offered at birth with 
full benefits at age one. 


%& Medical expenses for accidents 
plus accidental death and dis- 
memberment benefits offered 
from birth with Savings and Edv- 
cational Plans. 


RETIREMENT INCOME 


% Retirement Incomes with or 
without Life Insurance benefits. 


¥%& Automatic completion in event 
of total and permanent disability, . 
plus monthly disability income 
$10.00 per $1,000.00. 


%& Annuities—either immediate 
or deferred. 


%& Discount for premiums paid 
in advance. 


MORTGAGE 
PROTECTION 


%& Funds available immediately 
to pay off the mortgage, plus re- 
fund of payments made toward 
reducing the loan. 


%& Special reducing term plan is 
also offered. 


%& Convenient premium payments 
arranged through banks. This 
assures maximum renewal com- 
missions. 


GROUP & WHOLESALE 
INSURANCE 


% Group or Wholesale Life, Ac- 
cident & Health—Hospitalization 
plans for employers with five or 
more employees. 


%& Special Salary Savings Plan 
provides immediate protection 
and moy include all B.M.A. serv- 
ices through one payroll deduc- 
tion and one invoice. 


3% Group permanent plans con- 
sidered. 
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Some simple facts about 


DIABE 





< aertnger oem 


Diabetes is a condition in which the body 
is unable to utilize properly the sugars and 
starches in food. This condition is due to 
a deficiency in the body’s supply of insulin. 
However, the use of insulin, made from the 





a result, diabetics usually live long and 
nearly normal lives. In fact, life expectancy 
for the average diabetic today is double 
what it was before insulin was discovered, 
and has increased even more for young 


pancreas of animals, has made the treat- diabetics. 


ment of diabetes increasingly effective. As 











Medical science is constantly im- 
proving the treatment of diabetes. 
Different types of insulin, which vary 
in speed and duration of action, have 
been developed to meet the varying 
requirements of patients. A new type 
of insulin, now under trial, combines 
fast action with long-lasting effect. 


RESEARCH promises more effective treatments for diabetics 


There is continuing research on 
other phases of the disease. Work 
with radioactive isotopes and other 
studies offer the hope for further 
progress in treatment, and perhaps 
for the prevention of some cases of 
the disease. 











Sugars and starches cannot be util- 
ized satisfactorily by the untreated 
diabetic. As a result, sugar appears 
in the urine. Having periodic medical 
examinations that include a check 
for diabetes helps to insure early diag- 
nosis. If proper treatment is started 
at once, serious complications can 
usually be avoided. 

One recent survey showed that for 


DETECTION is quick, and easily accomplished 


every 4 persons known to have dia- 
betes there were 3 others who had it 
without knowing it. It is now possible 
for anyone who suspects diabetes to 
make a simple, inexpensive test at 
home for sugar in the urine. Kits for 
this test may be obtained at most 
drug stores. If the results of the test 
are positive, a doctor should be con- 
sulted for a complete examination. 














Most doctors agree that the dia- 
betic himself largely determines his 
own future. Cooperation between 
patient and doctor, of course, is es- 
sential. Only the physician can de- 
termine whether or not insulin is re- 
quired, and in what dosage. He will 
also prescribe proper diet and advise 
about necessary exercise. 

Once the correct treatment is es- 
tablished, however, continued suc- 


TREATMENT is largely the patient’s 


responsibility 


cessful control of the disease depends 
mainly on the patient. He should be 
careful and faithful in following the 
prescribed instructions, and he 
should be alert for signs of possible 
complications. If the average diabetic 
observes these and other precautions, 
he can usually look forward to living 
a long life with almost undiminished 
activity. 








COPYRIGHT 1950-——METROPOLITAN LIFE INSURANCE COMPANY 


Metropolitan Life 
Insurance Company 
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1 Mapison AveENur, New York 10, N.Y. 


This advertisement is one of a continuing series spon- 
sored by Metropolitan in the interest of our national 
health and welfare. It is appearing in two colors in maga- 
zines with a total circulation in excess of 35,000,000 in- 
cluding Collier’s, Time, Newsweek, Saturday Evening 
Post, Ladies’ Home Journal, Good Housekeeping, Cosmo- 
politan, McCall’s, American Magazine, Woman’s Home 
Companion, National Geographic, Parents’, and Redbook. 
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OP Swing Lays 
of of Dust in 
Insurance World 


Threat of Legislative 
Headache Dissipated— 
UCD Trend Halted 


The great swing to the right Tuesday 
should serve to lay a lot of dust so far 
as insurance is concerned. 
On the eve of the going into session 
of some 43 legislatures, the prospect is 
for moderation in the kind of legisla- 
tion that will be considered. Had there 
heen a swing in the other direction, the 
business would have had good reason 
to fear a rash of virulent legislation. 
The threat of socialized medicine and 
expansion of social security legislation 
into fields menacing to accident and 
health insurance should now be dis- 
sipated, at least for the foreseeable 
future. 


Washington UCD Snowed Under 





Even the tendency which many in- 
surance people had believed was un- 
stoppable, toward state temporary dis- 
ability benefits or unemployment com- 
pensation disability legislation may have 
heen halted in its tracks. Especially 
significant in this connection was the 
fact that the unemployment compensa- 
tion disability measure in the state of 
Washington, which was known there 
as referendum 28, was snowed under 
by a 3 or 4 to 1 margin on the basis 
of early but representative returns. This 
is the first time in the history of pay- 
check deduction type of social insurance 
legislation that voters have expressed 
their opinion. It will be remembered 
that this UCD law was passed in Wash- 
ington by the legislature but before it 
could become effective, the referendum 
route was invoked at the instance espe- 
cially of some doughty insurance lead- 
ers and the UCD picture will certainly 
at least be seriously reappraised in view 
of this first expression of public dis- 
taste for it. 

Doctrinaire advocates of federal regu- 
lation of insurance will be silenced. 


Few Commissioner Changes 


The elections apparently will not 
cause much of a change in the insur- 
ance commissioner setup. Some of the 
commissioners whose future was in 
doubt, have been given a good strong 
lease of life including Bohlinger of 
New York, who is a member of the 
Dewey team; Allyn of ‘Connecticut, 
president of N.A.I.C., whose term ex- 
pires next July and who is a Repub- 
lican and who should bask under the 
administration of Lodge. Downey of 
California undoubtedly now can have 
the reappointment as insurance com- 
missioner in California with Warren 
defeating James Roosevelt so decisively, 
that is, if Downey wants the job. There 
are rumors that he may leave office 
to take a position in the insurance busi- 
ness at Los Angeles soon after the first 
of the year. 

In Maryland, the surprise election of 
a Republican governor will undoubtedly 
mean the disappearance from public of- 
fice of Commissioner Hanley. 

In Michigan, the defeat of G. Mennen 
Williams removes fear of the kind of 
isurance commissioner that he might 

(CONTINUED ON PAGE 23) 
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Hallett of NALU 
to Join Legal 
Staff of Travelers 


HARTFORD—James B. Hallett, gen- 
eral counsel of National Assn. of Life 
Underwriters will 
on Jan. 1 join Trav- 
elers as an attorney 
on the general 
counsel’s staff. 

Mr. Hallett was 
born in Denver, 
graduated from 
Harvard in 1937 
and from Yale law 
school in 1940. 
After being with 
the New York City 
law firm of Alex- 
ander & Green for 
eight years he was 
appointed attorney 
for N.A.L.U. in 1948 and later that year 
was named general counsel. He is a 
veteran of the second world war, in 
which he served in the army counter- 
intelligence. 


J. B. Hallett 


Comment by Zalinski 


In commenting on Mr. Hallett’s de- 
parture from N.A.L.U., Edmund L. G. 
Zalinski, executive vice-president, said 
the officers and trustees had requested 
him to express their regret at the loss of 
Mr. Hallett’s services. 

“Since joining our team in 1948, Jim 
Hallett has filled a most important niche 
at N.A.L.U. headquarters,” said Mr. 
Zalinski. “He has served as headquar- 
ters’ aide to our committees on federal 
law and legislation, state law and legisla- 
tion, social security, and relations with 
attorneys. His work in connection with 
the association’s successful efforts to 
bring the full-time life insurance agents 
under the benefits of the social security 
law and in working with the National 
Assn. of Insurance Commissioners in 
urging the adoption of agents’ qualifica- 
tion laws are but two examples of Mr. 
Hallett’s valuable contributions in the 
interest of the field forces. He has en- 
deared himself to hundreds of fieldmen 
throughout the country and we here at 
N.A.L.U. headquarters know that they 
join us in wishing him every success in 
his new position which offers him in- 
creased opportunities to serve the 
institution.” 


Fischer Stresses Big Role 
of Life Men in Next Decade 


Chester O. Fischer, vice-president of 
Life, 


Massachusetts Mutual told the 
Battle Creek Life 
Underwriters Assn. 
of the important 
job to be done by 
the life insurance 
industry in the next 
decade. He said 
that there is no 
factor which makes 
a greater contribu- 
tion to thrift and 
personal _inde- 
pendence. 

“If ever 
necessary that a 
nation be strong 
and sound, we are 
that nation and now is the time,” he 
said. The future of democracy depends 
on American productivity and solvency, 
he stated. 

He emphasized the important part 
that life agents play in the social and 
economic well-being of ‘the country 
through their voting. 


it was 





Cc. O. Fischer 





Election Seen as 
Inflation Brake, 


Aid to Life Sales 


NEW YORK—The election results, 
to the extent that they constitute a 
protest against further inflationary 
moves, are regarded as definitely favor- 
able to life insurance sales. In spite of 
the high volume of sales in recent 
months there has been growing resist- 
ance among prospects on the ground 
that the value of the dollar might be- 
come so diluted that insurance dollars 
when they came back, would be worth 
only a fraction of what they were when 
paid as premiums. 


Government Controls Expected 


Another factor regarded as favorable 
by agency executives is that now the 
election is over, government controls 
will speedily be put into effect, putting 
a brake on inflationary buying and mak- 
ing it easier to divert excess dollars 
into life insurance policies. 

More anxiously watched now is the 
United Nations session to see what 
will happen as result of Red China’s 
intervention. Entire thinking on next 
year’s business is in a muddled state 
pending a clearer picture of the war 
situation. This has a direct bearing on 
the possible imposition of strict war 
clauses, hence will affect sales. 





New War Moves 
Eyed Cautiously 
by Underwriters 


Entrance of Chinese communists into 
the Korean war has plunged the life 
companies anew into dilemma on war 
restrictions. Some companies have ap- 
parently declared a moratorium on is- 
suing new policies on younger men 
until they can evaluate the situation. If 
the United States is to engage in a 
full scale operation against Red China, 
many of the war clauses which have 
been removed from policies written on 
service-eligible men will be put back 
on new policies and underwriting re- 
strictions may be tightened to even a 
greater degree than they were when the 
Red Koreans were the only enemy. A 
number of companies are attempting to 
meet the situation temporarily with 
underwriting restrictions and _ instruc- 
tions for caution to the field forces. 


Fear Another Sales Boom 


The problems of the companies are 
aggravated by continuance of a sales 
boom that can be directly traced to re- 
laxation of war and aviation restrictions 
on the lives of younger men. Something 
like the initial Korean war boom at 
its peak is feared if the prospect of even 
tighter war underwriting stampedes 
younger men into seeking coverage. 


Behind it all looms the increasing 
threat of war with Russia with the 
fathomless problems of civilian war 


coverage added to problems of covering 
millions of service men in such a 
cataclysm. 


Life of Va. Chicago Fete 


J. J. Miller, manager at Chicago for 
Life of Virginia will hold the formal 
opening of his new office at 208 S. 
La Salle street, on Nov. 16. Company 
officials who plan to be present are 
Willis J. Milner, Jr., vice-president in 
charge of agencies, John Murphy, 
assistant vice-president; Harry N. An- 
derson and T. Cowin Smith, vice-presi- 
dents. 





McConney Stresses 
Importance of 
Actuaries’ Clubs 


Tells the Society 
How They Supplement 
Activities of Larger Body 


WHITE SULPHUR SPRINGS — 
The importance of local and regional 
actuarial clubs was emphasized by E. M. 
McConney, president of Bankers Life 
of Iowa, in his presidential address at 
the annual meeting 
of Society of Ac- 
tuaries. 

Mr. McConney 
said that the so- 
ciety itself, the es- 
sential organization 
giving its members 
professional stand- 
ing and made up 
of more than 1,000 
members engaged 
in many different 
activities and with 
more than 1,000 
students, obviously 
must be somewhat 
formal, the inevitable result of growth. 
Consequently much of the informality 
and the intimate discussions character- 
istic of the earlier days in Actuarial 
Society of America and American Insti- 
tute of Actuaries have devolved on the 
actuaries’ clubs. 





E. M. MeConney 


Chance for Discussion 


As the number of members in each 
club is usually small, there is oppor- 
tunity for each member to join in any 
discussion. Mr. McConney said the 
motto of such clubs could very well 
be a quotation from the diary of a 
famous early New Englander: “Went 
to prayer meeting tonight. It was a 
good meeting. I spoke.” 

“The flourishing condition of over 15 
actuaries clubs is proof that they fill a 
need,” he said. “And rightly so, as dis- 
tances are great in North America— 
from Los Angeles to Chicago is farther 
than from London to Moscow—and it 
is not possible for many to be away 
from their offices at the same time.” 

Actuaries’ clubs differ greatly in their 
organization and methods, suiting them- 
selves to local conditions and specialized 
groups, Mr. McConney pointed out. He 
said that in a general way the clubs’ 
objectives are to supply the social con- 
tacts and friendly confidence accom- 
plished best in small groups; to discuss 
problems in more detail than is possible 
in a large meeting; to encourage the 
members to gain experience and confi- 
dence in speaking; to encourage and 
arrange a study group; to be a pre- 
liminary ground for papers that could 
eventually be presented to the society; 
and to broaden the interests of the mem- 
bers ‘by occasionally having a speaker 
or a discussion on topics outside of 
purely actuarial science. 

The clubs, he said, have an entirely 
different, but not contradictory function 
from that of the society. Consequently, 
the society should not attempt to inter- 
fere in, or control, the affairs of these 
clubs. He expressed the hope, however, 
that there will be much informal con- 
tact, such as visits to them by presi- 
dents and vice-presidents of the society, 

(CONTINUED ON PAGE 23) 
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Illinois Groups 
Refuse to Rest 
On Present Crest 


At Height of Prestige, 
Membership, Push On 
To New Usefulness 


By RICHARD THAIN 


PEORIA—At its midyear meeting 
here, the Illinois State Assn. of Life 
Underwriters demonstrated once again 
that it stands as a fine example of 
geographical solidarity in a state where 
cleavage between Cook county and 
downstate is too often the rule. No little 
portion of this statewide rapport has 
been due to the administration of Pres- 
ident William E. North, New York 
Life. Though he headquarters in Chi- 
cago, Mr. North manages a territory 
which embraces much of non-metro- 
politan northern Illinois and hence rep- 
resents both the smaller town and big 
city attitude. ; ae 

The association, conscious of its vital 
and growing role, celebrated achieve- 
ment of a membership high of 3,803 





ILL. ROUND TABLE OFFICERS 
Richard C. Frasier, Great-West, Chi- 
cago, chairman; Don Kissinger, Massa- 
chusetts Mutual, Decatur, Ist vice- 
chairman; Harry Kliff, Phoenix Mutual, 
Chicago, 2nd_ vice-chairman; John 
Baily, Connecticut Mutual, Galesburg, 
secretary-treasurer; Lillian Mottier, 
Franklin Life, Rockford, Anthony 
Buescher, State Farm, Belleville, 
directors. 





and an increase of 19 members since 
Sept. 25, a date which usually marks 
the zenith of the membership year. 
3ut rather than looking backwards on 
achievement, the tone of the meeting 
was to look forward under the hard- 
hitting leadership of Florence M. Mc- 
Connell, John Hancock, Galesburg, 
chairman of the committee on associ- 
ation development. This committee is 
pursuing a vigorous campaign to form 
during the next year new associations 
at Pontiac, Lincoln, Rushville or 
Beardstown, Canton, Macomb, Cairo, 
Olney, Litchfield, De Kalb and Kewanee. 


Reno’s Legislative Forecast 


The association likewise refused to 
rest on the laurels of a job well done 
during the special session of the IIli- 
nois legislature. Robert R. Reno, Equit- 
able Society, Chicago, chairman of legis- 
lative committee, laid the ground work 
for a grass roots campaign to head off 
demands for cash sickness legislation 
in Illinois which are expected during 
the 1951 legislature. Mr. Reno indicated 
that he expects labor pressure for such 
a measure to be stronger than ever. The 
state administration favors a cash sick- 
ness bill, though it has not thrown in 
its weight for a monopoly type bill. 
The CIO always has been for a mono- 
poly bill and the AFL, which was on 
the fence during the most recent at- 
tempts to pass this legislation, may well 
throw its weight on the monopoly side, 
Mr. Reno warned. A strong fight must 
again be waged against legislation which 
would enable municipalities to tax in- 
surance agents and other business and 
professional men. 


Things are now running so smoothly 
in the Illinois association that the only 
act of the delegates was to approve a 
painstaking revision and _ simplification 
and of the by-laws of the Illinois as- 

(CONTINUED ON PAGE 24) 


Guardian Sales Top Estate Attorney Defines }4”" 


$17 Million in 
President's Month 


The Guardian Life field force, in the 
recent presiden’s month campaign, ex- 
ceeded $17 million, up 20%. The Spal- 
der, Warshall & Schnur agency in New 
York led the company. 

Business for October was up 58% and 
business for the 19 months gained 37%, 
assuring that this will be the biggest 
year in company history. 

The Williams agency of Portland, 
led all western agencies with 222% of 
quota; the Aldrich agency of Oklahoma 
City led in the south with 212%; the 
agency of Newark took first place in the 
east with 194%; and the Warshauer 
agency in Brooklyn led metropolitan 
New York group with 174%. 

Individual leaders in volume were 
Preston Schwartz, New York City, and 
Manager Justin Fuller of Birmingham. 
The top men in lives were Manager 
K. L. Aldrich of Oklahoma City, Al- 
bert Durner, New York City, and G. E. 
Hackmann of St. Louis. 





Legislative Dinner at L. A. 


LOS ANGELES—The biennial legis- 
lative dinner given by life insurance or- 
ganizations to southern California legis- 
lators will be held Nov. 30. Dr. Arthur 
G. Coons, president of Occidental Col- 
lege, will be the principal speaker. Com- 
missioner Downey and Lieutenant Gov- 
ernor Knight will be guests. 

The dinner is sponsored by the Los 
Angeles and California Life Under- 
writers Assns. and Los Angeles Life 
Managers Assn. Associations in north- 
ern California will hold a similar din- 
ner for legislators there. 





of a criminal. 


one-track mind.” 


and true greatness. 


work at it—hard! 
sleep it. 
your being. 








( 


You sometimes hear people say derisively, “That fellow has a 
But, if you follow through and look up the 
guy, you'll probably find that he’s a great success—because 
he has, not a one-track mind, but singleness of purpose! 

By this definition, Christopher Columbus, Henry Ford, and 
Mahatma Ghandi all had “‘one-track” minds. They each had 
one big idea, one great objective, that they pursued relent- 
lessly, and thus by concentration achieved magnificent success 


You have chosen Life Insurance as your field. O. K.—now 
Not just 8 hours a day. Live it, eat it, 
Make it your all-absorbing thought, the essence of 


Then you will be a great insurance man! 


Insurance in force October 1, 1950 — $460,334,993. 
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Planning — 


PEORIA—John A. Appleman, lawyer of the life insurance agent who enjoy, 


at Chicago and Champaign, defined for 
those attending the Illinois Round Table 
annual the types of life insurance cases 
in which the services of an _ estate 
analyst who is an attorney are definitely 
required. He said that a life agent 
should be assisted by a legal estate 
analyst on any case where the total 
of old and new life insurance exceeds 
$100,000, where the gross estate will 
exceed $100,000, or where the net annual 
taxable income exceeds $25,000. Accord- 
ing to the speaker, the life insurance 
agent should not attempt unassisted, to 
program a case where a physician is 
involved, taking into consideration the 
high average annual income of such 
person. The same is true where a busi- 
ness man does gross business in excess 
of $150,000, or a person in a partner- 
ship where each partners share in the 
assets exceeds $50,000, or where the 
partner’s share of the annual profits 
exceeds $25,000. Mr. Appleman _indi- 
cated that where the individual is a 
key officer or principal stockholder in 
an active close corporation, the estate 
attorney should be called in. 


Division Lines Arbitrary 


The speaker admitted that he had 
dealt out arbitrary division lines and 
said that circumstances may require the 
services of a specialist in many cases 
other than those mentioned. 

In order to avoid the hazards incident 
to the selection of an untrained or an 
unskilled practitioner, the attorney said 
it is often necessary for the life insur- 
ance agent to make a specific recom- 
mendation to his client. He termed this 
proper and ethical and one of the duties 
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Success In Life Is A Matter 
of CONCENTRATION! : 


To succeed in the modern world you must be selective. Decide 
upon the line of work you want to follow—and then follow it 
with the undivided concentration of a bloodhound on the trail 
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a relationship of trust and confidey™ With a 
with his clients. In making such a rel, new § 
ommendation, the life insurance gered, insu 
must disregard local friendship and hy sore atte! 
ness alliances. He should acquaint hip ding ser 
self with the names and locations @hojq to bot 
men seasoned in estate analysis wifperrien Té 
have handled other problems of egy apervisor’ 
difficulty and who are recognized jf jo was a 
other experts as qualified in the field, oe year 
declared. ‘an 


Service Costs Real Money 
pgement 1 


According to Mr. Appleman, tif enefits co 
agent must explain to his client th loyes to 
an estate analyzing specialist who } reciate W. 
restricted his legal practice and qualify ‘ 
himself to solve these problems qoguramatize 
not expect to handie the adminis Accordit 
tion of the estate or to reimburse hin ry real 
self from the funds of the beneficiang; “group 
after the client’s death. A lawyer in geoff sion me 
eral practice may draw a will or traffoday, bec: 
agreement for $10, expecting a mobiready w 
adequate compensation from the aifirow out 
ministration proceeding, but the estz eady esta 
analyst may charge a minimum of $1,0y reases tO 
for his services. The expenditure vages in | 
quired for this expert advice was cha ompany § 
acterized by the speaker as an _ insy urvey an 
ance premium against the dissipatiof nore the 
of the assets of the estate. Mr. Appk onc an 
man declared it the duty of the life jy hat they 
surance agent to recommend estat el and 
analysis where needed whether or no a An 
the sale of insurance will result an vost genie 
charged the agent to warn the lien! he emplo 
of the type of fees that will be askej lan is WC 
This is particularly true in smaller con. Fundam 
munities in non-industrial areas wher tanding 
laymen are not familiar with such ser 2m i 
ices and expect to receive them either g we plan 
a nominal cost or at no cost at all, k . ar | 
declared. Pe ckict ; 

he admitte 


Client’s Security at Stake 
pre quite | 


The life insurance agent should con d this 
vince his client that the recommend$< ‘ 
tions of legal estate analyst do not arix 
from prejudices or business alliance 
but from a sincere regard for the client’ 
security. He termed it a delicate matte 
for an estate analyst in a metropolite 
area to suggest to a successful cor 
poration executive from a small tows 
a man who is almost a_ complet 
stranger to him, that his wife or so 
is not the most capable executor o 
trustee or that the local trust office" S 
with whom the client plays golf even agen 
Sunday, is not necessarily the ideal pepea"s thr 
son to supervise the assets of the epersams; Ul 
tate. pnd slides. 

Mr. Appleman termed it highly um 
ethical for a life insurance agent ti 
retain an estate analyst individually 
either to answer questions in generd 
and then to circularize such answers % 
part of his service rendered or in: 
particular case where the agent ma 
pay the estate analyst’s fee. The estate 
analyst can and will represent only th 
individual client and he will solve the 
problem solely from the point of vier 
of the client and of no other perso, 
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so that the client, accordingly, will pay — — 
the fee. It would be highly unethical ees | 
also, for the estate analyst to expect t0 shee a. 
share the agent’s commission receive broup ‘ben 
on life insurance sales resulting from Sl ce 
the plan, he declared. nedia mu 

igh in 1 
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famental 


Edwards Agency Celebrates 


The Rockwood S. Edwards agency 0! 
Aetna Life at Chicago held a banqutt 
recently to celebrate its victory over the 
Detroit agency in the annual OctodPirect pay 
App-Scrap. Total written was $4,626foverage | 
169. The agency also was celebratilf Bice: coy, 
three other marks. November mark is and | 
Mr. Edwards’ 25th year as a geneféy yy. spe 
agent, the agency was again leading tit bily the e 
company and one of its agents, Jolt resold, bu 
Mitchell, had made the Million Dolla early de 
Round Table with two months yet "Bas put i 
go in the year. (co 















LIFE INSURANCE EDITION 





mber 10, 4 Jovember 10, 1950 








idvises Group Men 

o Switch Emphasis 
| o Conservation 

Who enjoy; 


1d confide With a large portion of the market 
3 such afr new group insurance already cov- 
UraNce ageffred, insurers must devote considerably 
ship and hy rore attention to conservation by pro- 
acquaint hin ding service and keeping their products 
locations , old to both employes and management, 
analysis wyperrien Tarrant told the Chicago group 
INS Of equfkypervisors organization. Mr. Tarrant, 
"cognized jo was a group insurance producer for 
| the field sf vany years, recognized this fact a year 
520 ‘and launched himself as an indus- 
y rial relations specialist to help man- 
bsement make the value of employe 
pleman, ti enefits coverage understandable to em- 
s client th joyes to the extent that they will ap- 
ist who hdfreciate what they are getting. 
and qualifi 
oblems do 
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Dramatize Cover’s Value 





administ, 
mburse hig ery real need to dramatize the value 


According to the speaker, there is a 


> benefician ; group insurance and pensions to 
WyYeF In ge nion membership and union officers 
will or tryg oday, because there have been instances 
Ing a moMiready where unions have elected to 
pm the aifiirow out so-called fringe benefits al- 
t the estafady established in favor of wage in- 
um of $1,005 reases to beat a possible freeze of 
enditure yages in a war economy. He advised 
© was char ompany group representatives to do a 
San insuuryey and selling job at the plants 
dissipatio®f nere they have coverages installed, 
Mr. Apple noving among the workers, finding out 
the life in vhat they know about their insurance 
lend estat ans and what their opinion is of these 
ther or ni fans. An insurance plan can be the 
result auBnost generous offered anywhere, but if 
Fw clin he employes do not appreciate it the 

Ml be asked lan is worth almost nothing. 
maller con: Fundamental to clearing misunder- 
reas whetfanding or obscurity relative to insur- 
| Such sery bnce is the necessity of publicizing 
'm either g hese plans. The traditional insurance 
t at all, k ompany approach has been to publish 
. booklet describing the plan. Though 
he admitted that many of these booklets 
bre quite good, Mr. Tarrant character- 
zed this as an overworked technique 
vhich must be supplemented by other 
“Bmethods. He has found that letters to 
Bhe homes of the workers are effective 
poe aan ps are announcements over public ad- 
etropolitarpe’ess systems in the plants, explanations 
of the insurance and pension benefits at 
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essful corp , ae ; k 
mall a oremen’s training meetings, insurance 
Be ions speci nferences for 
complet laborations at special conferences 





ife or sogte workers or their representatives, 
<ecutor qgetatment of group insurance at picnics, 
Ast officemmcetings, and parties, and widespread 
golf even ndvertisement of the value of insurance 
ideal per. plans through bulletin boards, house 
of the egetgans, union newspapers and movies 
pid slides. 


Advice on Health Books 


In the same connection, Mr. Tarrant 
maintained that books on health pro- 
vided by the insurance companies for 
he workers have a certain value, but 
such health books would be more con- 
incing to the worker if they came from 
their bosses rather than from an insur- 
ice company. Workers suspect the 
msurer would keep them healthy merely 
0 keep the experience good. He said 
he has found the unions cooperative and 
helpful in publicizing group insurance 
benefits, because the unions want to 
ake as much credit as possible for the 
croup benefits. Explanations of the in- 
urance coverages through all of these 
nedia must be very simply done and 
igh in readability, so that sufficient 
> brates oeeen of them will eventually get 

Pte idea across to almost every worker. 
agency Of Mr. Tarrant has found that employes 
1 banque day are demanding the following fun- 
over the amental features in group contracts: 
OctobtDirect payments to hospitals; unlimited 
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Df - e “4 
‘ “i overage on extras; conversion privi- 
he pra Fees; coverage of dependents other than 
: market f 


mte and children; polio cover. 

ding the The speaker reiterated that it is not 
ading 7 ily the employe who must be sold and 
its, Joht ‘old, but management must have it 
n Dollar ‘arly demonstrated that the money it 
is yet Bas put into coverage will come back 


1 gener 


Penn Mutual Honors Detroit Agency 


Left to right, Mal- ' 
colm Adam, presi- 1 | 
dent Penn Mutual 
Life; William N. 
Nicholls, Jr., general 
agent at Detroit, 
and William S. Bo- 
dine, chairman, are 
shown at a dinner 
given recently by 
the company for the 
Detroit agency in 
honor of its remark- 
able progress. Busi- 
ness in force has 
more than doubled 
since Mr. Nicholls 
became general 
agent in 1941 and 
now stands at $55 
million. The agency 





= 
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scored a $1 million production for August. With paid business for the year to date at 
$6.6 million, the agency has already topped its 1950 quota of $64 million and has raised 
its quota to $8 million. Next year the quota will be set at $10 million to mark the 


agency’s 10th anniversary. 








Paul Cook Agency Wins 
Mutual Benefit Contest 


The annual sales contest among Mu- 
tual Benefit Life Agencies resulted in 
over $41 million in submitted business 
for October. This was 16% above the 
goal set. 

The Paul Cook agency at Chicago 
led the company with over $1.9 million 
of submitted business for the month. 

The contest pitted two groups of 
agencies against each other, one headed 
by H. Bruce Palmer, vice-president, and 
the second by Dr. Walter A. Reiter, 
vice-president and medical director. The 
Palmer group defeated the Reiter team, 
thus evening up last year’s defeat. 

The Lee Nashem and John Pionier 
agencies in New York City tripled their 
quotas. The Nashville, Oklahoma City, 
Omaha, Portland, Me., and Roanoke 
agencies doubled their quotas. 





The million-dollar agencies were Ros- 
enbaum, Brooklyn; Cook, Chicago; Par- 
sons, Chicago; Drewry, Cincinnati; 
Winkler, Cleveland; Otto, Detroit; 
Stotz, Grand Rapids; Drake, Kansas 
City; Murrell, Los Angeles and San 
Francisco; Foreman, Newark; Einstein 
& Salinger, Huber, Nashem, and Young- 
man, all of New York City. 





Texas Department Changes 


Mrs. Marguerite Butler, who ‘has 
been policy analyst in the life insurance 
division of the Texas department sev- 
eral years, has resigned, succeeded by 
Mrs. Flora Smith, who has been policy 
analyst for mutual assessment compa- 
nies. Miss Lucille Dickinson, secretary 
to Floyd Herring, director of mutual 
assessment companies, will be policy 
analyst for those companies, and is suc- 
ceeded as secretary to Mr. Herring by 
Mrs. Maidland Weaver. 








as an ideal sales time. 


time in the county? 





In the County 


Raymond S. Ponsoldt, of our Carr R. Purser Agency, 
New York City, says that for him there is no such thing 
He is a resident of a small sub- 
urban community and was interested in developing a 
business in that market. He says: 


“To keep my name before this group I advertised in 
the local newspapers. Directly these ads brought in 
neither friends nor strangers. However, they had pres- 
tige value. It did not take me long to realize that we 
were surrounded by prospects. Why not spend more 


“A schedule was arranged to Direct Mail this market 
and telephone the repliers for an interview. This means 
night work telephoning and interviewing. 
from 7 to 9 P.M. and asked for appointments to discuss 
saving money, analysis work, educational plans, etc. The 
interview is usually arranged for the prospect’s home 
and his wife takes part in the discussion. The time is 
in the evening and weekends. So far my suburban work 
has been mostly residential night calls.” 





THE PENN MUTUAL LIFE INSURANCE CO. 


MALCOLM ADAM 
President 


INDEPENDENCE SQUARE, PHILADELPHIA 


I telephoned 














(CONTINUED ON PAGE 24) 








Canada Seeks Law 
fo Head Off Life 
Stock Speculation 


Would Limit Shareholders’ 
Dividends to Existing 
Practice of Companies 


_ OTTAWA—To head off speculation 
in the stock of the larger Canadian 
life companies, the Canadian finance 
ministry is seeking legislation that 
would reduce the statutory limit on 
stockholder dividends of the larger com- 
panies and bring it into line with their 
current practice. 

The present law puts a 10% limit 
on the share of participating business 
profits that may be allocated to stock- 
holders. This would be continued for 
companies having assets up to $250 
million but would introduce limits grad- 
uated downward for larger companies 
to 244% for companies having assets of 
$1 billion or more. 


Sun Is Sole Billionaire 


At present, Sun 
515,783 in assets last Dec. 
only Canadian company with assets 
above a billion. Sun Life in 1937 vol- 
untarily reduced its distribution of par- 
ticipating profits to stockholders from 
59 2%, so the proposed law 


Life, with $1,527,- 


31, is the 


To to w/e 
would not change its dividend policy. 

Interest in reducing the statutory limit 
has been spurred by recent heavy buy- 
ing of shares of Canadian life com- 
panies, reported to have been largely 
for American accounts. Allen & Co., New 
York City investment firm, is under- 
stood to have bought 1,000 shares. There 
are 20,000 shares outstanding. 

This buying flurry boosted the price 
of Sun Life stock from about $700 last 
July to a peak of around $1,500 but it 
is now back to about $1,000. Canada 
Life stock rose from about $640 in 
July to around $740. 


Statement by Cumming 


Gordon C. Cumming, Monarch Life 
of Winnipeg, president of the Canadian 
Life Officers Assn., predicted that the 
present legislation will meet with the 
approval of both policyholders and 
shareholders. He pointed out that in 
the period 1922-48, shareholders of 
Canadian companies received in the 
aggregate less than 5% of the profits 
distributed and that “the best interests 
of policyholders have always been the 
primary concern of company manage- 
ments.” 

“Life insurance shares have always 
been highly regarded by conservative 
investors and as a result the yield 
thereon has been correspondingly low,” 
said Mr. Cumming. “Prices that have 
been bid for some shares recently would 
seem to indicate a speculative interest 
without regard to the value of the 
shares from a purely investment point 
of view. Such a situation is not a 
healthy one and it is to be hoped that 
the announcement by the minister of 
finance will tend to clear the air.” 

Sun Life has a very large surplus in 
proportion to its capital. Surplus last 
Dec. 31 was $83,335,368 while capital is 
$2 million. 


STATEMENT BY ALLEN 


NEW YORK Harold Allen of 
Allen & Co. informed THE NATIONAL 
UNDERWRITER in answer to a query that 
he understands he is now the largest 
stockholder in Sun Life. He would not 
say how many shares he holds but other 
sources estimate the Allen holdings in 
excess of 1,000 shares. Mr. Allen says 
he plans to add to his Sun Life invest- 
ment. He said that in his opinion the 
proposed reduction in the legal limit of 

(CONTINUED ON PAGE 24) 
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Old Line Seeks Injunction 
Against Mass Picketing 





Army General to 
Address L.I.A.M.A, 






















Novembe 
=——— 


Nam 
Vice. 


SOK *< aa 
resacoaectens 3 eletetenete eesetetet Old Line Life has filed an unfair labor : 
SSRI RIK KP practices petition with the Wisconsin Brig. Gen. Bonner Fellers of the arm Americ 
ereetatetetensten employment relations board, charging Will address the concluding session df eased it 
eretaceteces : that mass picketing of its home office the annual meeting of LLAMA, if for 1950- 
x x building in Milwaukee has hindered and Chicago, Nov. 14- 16, on How We ¢ to mobili: 
se tatonecess prevented persons from entering or leav- Lick the Kremlin.” He set up the cifjn their 
ing the premises. affairs division of the army for thialert fot 
Some 65 clerical employes of Associ- Philippine liberation and was psych activities 
ated Unions of America, local 65, went logical warfare officer against Japalfand to P 
yy on strike some 18 weeks ago but only Later, he was secretary-general to ty jng local 
r about 15 are left in the picket line, most allied council for Japan. business ; 
" of which is now made up of members (Thursday morning speakers pr The lis 
of CIO unions, which offered aid to the viously announced will be V. B. Coffcl follows: 
AUA, an independent union. There has vice-president Connecticut Mutual, ag Alabam 
been a considerable amount of minor J. M. Holcombe, Jr., managing direct Protectiv' 
‘ violence in connection with the picketing, L.I.A.M.A. 7 Arizoné 
NE IN every three Occidental including the roughing up of Treasurer big g rs Bg —— Sessi ees 
; is oift i a Merle F. Ryan a couple of weeks ago. will be orthington, vice- ores Arkans: 
» Group eee sales is newts dent Home Life of New York and af Union Li 
ance and a high percentage of these L.LA.M.A. director. Califor 
cases go in force at Christmas. Must Fill Out F. p : president 
’ : us u orms olorac 
That’s what makes Occidental’s new : eel Set K R d Tabl Mn 
“10-Plus” package plan of Group Manhattan os. monthly ne ra et Kan. Houn abie Meet Connec 
hospital and surgical benefits for commences with the current issue a The Kansas Leaders Round Tabb president 
P iI io i ‘mel series of back page company “ads” will hold its annual meeting at Wichi P Delawa 
cases as small as Ives so timely. aimed at tightening up the fine points starting with a dinner Dec. 8, followed dent Con 
It brings a needed new coverage to a 1 agen pre os ir gs weg in by . pn — Ln directed by District 
° i in er ngsdor r ew nglang Kacy, 1s 
little worked market at the moment the adventures of an agent dubbed Will Mutual, president of the Topeka assof tual. 
when Christmas gift Group has its U. Checkapps—that six weeks were lost ciation. A series of sales talks yi 
greatest appeal. A pocket-size sales - a oy we ety. wget ie 6g feature the i —_ 9. Albert |B Florida 
kit provides complete material to el ship Seren ag ee si of the beneficiary, — New York Life, Liberal, ; vice-presi 
open, close and install ‘10-Plus” sales hiv sonaliccicasecins re —— 
‘ a ; sel Bank 
Yes, it’s about the time of year when hme P llinois- 
Occidental agents will be making 1951 Dividend Actions Are Tabulated |< 
extra Christmas commissions with 1 , . va  Baent Jeff 
“10-Plus” Below is a tabulation compiled from early announcements of dividend action; iw— 
° for 1951. If the guaranteed rate of interest is larger than that shown, the gua. Bankers 
anteed rate will be paid. All dividend years begin Jan. 1 except as otherwis Kansas 
indi¢ated by footnotes. National 
Interest payable on Funds — Kentuc 
bd e left with Company 
codental Life nee —. 
= J With- P hada Accom Louisia 
2 rawable rawable ative Ss 
INSURANCE COMPANY of CALIFORNIA Name of Company 1951 ividend Policy prolicy Divi. counsel 
scale roceeds roceeds ends 
V. H. JENKINS, Senior Vice President yO eT eae Same as 1950 2.75 2.75 2.75 Mai 
American Home, Kan. .. cialis: eam 2.5 2.5 2.5 _Maine— 
American Mutual, Ia. ... Se ASS Ne 3 3 3.25 Union M 
A Bankers Mutual ........ aay oe 2.5 3 Maryla 
“WE PAY AGENTS LIFETIME RENEWALS,..THEY LAST AS LONG AS YOU DO Beneficial Life .......... ene eas 2.5 2 2.5 Lif 
California-Western |. 1. “wm 2 2 3 Sun Lite, 
Central Assur., Ohio .... eS es Guaranteed rate Massac 
Central Life, Kan. ...... Ts Pe: Guaranteed rate ecutive vi 
College Wille 5... a6. .5.... Ie 3 3 3 sel John 
Columbus Mutual ....... $n wakes aes 3 3 3 peor 
Connecticut Mutual ..... Tage 3.25 3.25 3 Michig: 
Continental American ... a a ee 3 3 2.75 eral Life 
COUBITY TALC 5. oc cc0008 sh s «= 2.5 2 2.5 Minnes 
Empire, Canada ........ 5 + 2, 2.5 2, 2.5 3.5 : “ya 
Excelsior, Canada ....... ee ee ee me Be dent Nor 
Federal, Ill.(g).......... as aE 2.5 2 2.5 Minneapc 
Fidelity National ....... a 2.5 2.5 2.5 Mississ 
Fidelity Union ........ ‘ sid ae 3 2.5 3.5 
Govt. Personnel Mut..... 5 oan Re 2.5 & 3.5 2 & 3.5 2.5 &3; Lamar L 
Great ational ie op eee ae ae =A 2.6 : Missou: 
Great Southern ......... ee 5 5 
jreat-West, Canada...) “4 4 3.25 3.25 3.25 p and actua 
Guardian, N. Y. ......... Same as 1950(*) 2.5(a) Guar. rate 3 sas City. 
: Independent, Md. ........ Same as 1950 2.5 2 2.5 Montar 
EE onde sks cnbine _ ee 2.5 2.5 2.5 dent Wes 
Kentucky Home Mut.(h). ret San. ae 2.5 2.5 2.5 . 
Bafayette Tite ...6.2s A aie S 3 Guaranteed rate 3 
Lincoln Mutual ......... Same as 1950(b) 2.5 2.5 2.5 Nebras' 
Loyal Protective ........ Same as 1950 3.1 3.1 3.1 Midwes 
Lutheran Mutual ........ Same as 1950 2.5 2.5 3 Midwest 
Doorwo to June 30, 1951 New I 
- 9 Manhattan Mut. Kan.(i). Same as 1950 3. 2.5 i resident 
Midland Mutual ......... ee oe : ° Reaniy 
Petters THERE’S A REASON | tsitdasticcs ow wt EB ans Bae astasaif New J 
Modern Woodmen ....... se ee eae = 3 3 president 
Natl. Equity, Ark.(j)..... a a 3.5 3.5 3 New Y 
National Guardian ...... hag Guaranteed rate 3-25 B resident 
° National Life, Vt. Approx. 7%. Ine. 3 3 3 ° 
OR our rapid growth. Northern, Canada :.. Same as 1950 3 3 3 "i 
-an-American ..... a orth 
Liberal General Agency Contracts Honacc nye = gala Same as 1950 3 3° 3) pice-presi 
: : to June 30, 1951 ferson St 
Attractive Settlement Options Pioneer Mutual ......... Same as 1950 2.5 2 3 North 
4 ne Policyholders National .. ee oe 2.5 2.5 2.5 president 
Cooperative Underwriting Presbyterian Ministers... 7 3.5(c) 3.5(c) 3.5 one 
‘ Rural, Fesees) EER i AS 3 2 F t Mic 
of Savings Bank, Conn..... a ae ‘er ent Mi 
Competitive Rates Scour T, @TOfN. CG). i i 4. [ Oklaho 
Shenandoa CO Vo .ara: 5 @. 0:4: Same as 195 5 f 
-.. are butafew... Southern Farm Bureau... Same as 1950 2.5 2 2.5 dent and 
Southern oases Baers ae ae ae 3 : ? Ly 
* * Sovereign, Canada . oe oe as 5 a) 
A talk with us should prove of interest to you. tense tan. “0 Guaranteed rate Oregon 
Sunset, Wash, ...... eee = oe <4 2.5 3 dent Star 
WHIGN TAO: ok.c ccc oes eS 2 2 2 P 
Union Mutual, Me. ....... ce eee 3(e) 3(e) 3 ennsy 
United American, Cal.(k). tS Oe 2.5 2.5 2.5 dent Pen 
Universal Security ...... os ieee nae 3.5 3 South 
Western Life, Mont. .... oe: 3 3 30 presid 
Western States .......... ie 1.5 1.5 3.5 esident 
Wisconsin Life .......... el 2.5 2.5 3 South 
World Ins. Co. .......... a i 2(f) 2.25(f) 2.25(f) F oresident 
*Except for term policies peed gen be oe po gat ig gies town. 
on policies issued from March 1 to Mare > pprox Q de ‘ a 
INSURANCE CoMPANY e PHILADELPHIA 7; PA. on plans issued at rates in effect prior to those now in use. (c) 4% on interes Tennes 
income option. (d) weeont oy perenne = Szgecaes Seer Gee hl I 
® issued at rates now in effect. (e) Except / on interest income option exas— 
Established 1906 WILLIAM ELLIOTT, President on issues prior to 1948. (g) Dividend year begins Feb. 1. (h) Dividend year bef ..4 sal 
gins March 16. (i) Dividend year begins March 1. (j) Dividend year begins U 
May 1. (k) Dividend year begins April 1. tah— 
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Name ALC Slate 
Vice-Presidents 


American Life. Convention has_ re- 
Jeased its list of state vice-presidents 
for 1950-51. Their role in the A.L.C, is 
to mobilize and direct legislative efforts 
in their respective states, be on. the 
alert for governmental and private 
activities of interest to the business, 
and to provide a medium for reconcil- 
jng local interests with those of the 
pusiness as a whole. ; ; ; 
The list of state vice-presidents is as 
WS: 
Pe rana—W. J. Rushton, 
Protective Life, Birmingham. ; 
Arizona—J. Carl Osborne, president 
Commercial Life, Phoenix. 


president 


Arkansas— Elmo Walker, president 
Union Life, Little Rock. ; 
California—Howard J. Brace, vice- 


president and secretary Occidental Life. 
Colorado—W. Lee Baldwin, president 
Security Life & Accident, Denver. ; 
Connecticut — Millard Bartels, vice- 
president and general counsel, Travelers. 
Delaware—Claude L. Benner, presi- 
dent Continental American. 
District of Columbia— Howard W. 


Kacy, 1st vice-president, Acacia Mu- 
tual. aa 
Florida — S. Kendrick Guernsey, 


vice-president Gulf Life, Jacksonville. 
Georgia—W. C. Turpin, general coun- 
sel Bankers Health & Life, Macon. 

Illinois—Howard C. Reeder, executive 
vice-president Continental Assurance. | 
Indiana—E. Kirk McKinney, presi- 
dent Jefferson National, Indianapolis. 


Iowa—E. M. McConney, president 
Bankers Life of Iowa. ; 
Kansas—H. O. Chapman, president 


National Reserve Life, Topeka. ’ 
Kentucky — Morton Boyd, president 
Commonwealth Life. 


Louisiana — S. S. Goldman, general 
counsel Pan-American Life. 
* * * 


Maine—Rolland E. 
Union Mutua] Life. 

Maryland—S. Z. Rothschild, president 
Sun Life, Baltimore. 

Massachusetts—Byron K. Elliott, ex- 
ecutive vice-president and general coun- 
sel John Hancock. 

Michigan—F. V. Cliff, president Fed- 
eral Life & Casualty. 

Minnesota—H. P. E. Skoglund, presi- 
dent North American Life & Casualty, 
Minneapolis. 

Mississippi—P. K. Lutken, president 
Lamar Life, Jackson. 

Missouri—W. Ralph Jones, president 
and actuary National Fidelity Life, Kan- 
sas City. 

Montana—R. B. Richardson, 
dent Western Life. 

* * x 

Nebraska—W. W. Putney, president 
Midwest Life, Lincoln. 

New Hampshire— John V. Hanna, 
president United Life & Accident. 

New Jersey — John S. Thompson, 


Irish, president 


presi- 


‘Poresident Mutual Benefit Life. 


New York — Frederick D. Russell, 
president Security Mutual of Bingham- 
ton. 

North Carolina — Julius C. Smith, 
vice-president and. general counsel Jef- 
lerson Standard Life. 

North Dakota — Otto Haakenstad, 
president Western States Life of Fargo. 


Ohio—George W. Steinman, presi- 
dent Midland Mutual. 
Oklahoma—Johnson D. Hill, presi- 
dent and treasurer Atlas Life of Tulsa. 
ae a 
Oregon—Ray:nond R. Brown, presi- 
dent Standard of Portland. 
Pennsylvania—Malcolm Adam, presi- 


dent Penn Mutual. . 
South Carolina — Francis M. Hipp, 
president Liberty Life of Greenville. 


South Dakota—Frank L. Bramble, 
President Midland National, Water- 
town. 


Tennessee—Douglas Henry, general 
tounsel National Life & Accident. 

Texas—W. H. Painter, vice-president 
and secretary United Fidelity of Dallas. 
Utah—George J. Cannon, executive 


XUM 


Life of Salt reading conversant with almost every 


vice-president Beneficial 
phase of insurance. 


Canada; Manitoba—H. W. Manning, 
Lake City. i 


vice-president and managing director 
Great-West Life. 


* 


C. Buford, president 








Virginia—Paul 
Shenandoah Life. 

Washington—D. M. Morgan, 
dent Northern Life of Seattle. : 

West Virginia—G. C. Palmer, presi- 
dent George Washington Life. 

Wisconsin—James H. Daggett, presi- 
dent Old Line Life. 

Canadian Provinces—Ontario—H. R. 
Stephenson, vice-president and manag- 
ing director Crown Life; Quebec— 
George Bourke, president Sun Life of 


BIGGER’ MONEY —' 
A BRIGHTER FUTUR 


May Keep Blue Cross 


Associated Hospital Service and 
United Medical Service have announced 
that Blue Cross and Blue Shield mem- 
bers entering the armed forces may 
continue the enrollment of their fam- 
ilies at reduced rates. The reduction is 
made possible by deducting from the 
total charge the charge for the service- 
man. Full membership must be ap- 
plied for within 90 days after discharge. 


Travelers Library Now 
Has 22,000 Volumes 


From 6,000 to 22,000 volumes—this is 
the growth the home office reference 
library of Travelers has noted in 32 
years since Miss Emily Coates took over 
the duties of librarian. Miss Coates, 
who says the library is constantly grow- 
ing, has become through her filing and 
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ILLINOIS WORKSHOP 





Woodson Develops His Slant 
On Agency Management 


The workshop on agency manage- 
ment, which has become a feature of 
the fall meetings of the various Illinois 
associations at Peoria, this year fea- 
tured B. N. Woodson, executive vice- 
president of State Life of Indiana who 
devoted several hours to a carefully con- 
ducted tour of most of the points of 
interest in the agency management field. 
He took time enough at each stop to 
describe, in his eloquent fashion, his 
own views on the matters and he had 
even the most successful and experi- 
enced among the many managers and 
general agents present taking notes furi- 
ously. 

First of all, Mr. Woodson defined as 
the fundamental] activity of the agency 
head the building and maintenance of a 
sales force. It is a manpower and not 
a production job, as such, he said. A 
company can get production without a 
sales force, but it cannot recruit a sales 
force without getting production. 

Mr. Woodson feels that the most an 


agency head can do is to help his agent 
help himself. The general agent or man- 
ager cannot do the job for the agent. 
The indefiniteness of the job of the life 
insurance agent is its greatest drawback, 
he declared. It is the duty of the agency 
manager to make the job of life insur- 
ance selling more dependable and pre- 
dictable. 


Advocates Restrained Financing 


In the matter of financing agents, the 
speaker reported his conversion from a 
no-financing attitude to the conclusion 
that it is less expensive to engage in 
restrained financing than to go through 
the harder job of trying to conserve 
men without financing. He warned, how- 
ever, that no man should be financed 
above his earning power. The new 
agent should not be financed beyond his 
demonstrated ability to earn in his last 
job. Every quarter following this, the 
financing should not extend beyond the 
demonstrated ability of the man to earn 
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with ideas like this! 


_ An effective method of selling Mutual Trust's low net cost 
juvenile policies is to compare the premium cost with the guar- 
anteed cash value and the liberal accumulated dividends at 65 on 


the following basis: 


N 1: 


paid in premiums. 


If the son buys the same contract at 25, the annual premium 
is $185.30. The guaranteed cash value and accumulated dividends 
total $10,217.70. Deducting the $7,412.00 in premiums paid 
leaves the son a PROFIT of $2,805.70. Thus you get: 


Profit under father and son plan........ $5,167.40 
\\ Profit under son alone plan.................... $2,805.70 
incu $2,361.70 


Or almost double the profit under the son alone plan. 


Extra Profit 
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If the father helps pay the son's premium until the son is 25. 
2. If the son starts out alone at 25. 
Here is how such a comparison works with Mutual Trust's 
Ordinary Life Preferred Risk contract: 
Assume the son is 13. He purchases a $10,000 Mutual Trust 
policy which costs $135.40 a year. At 65, the guaranteed cash 
‘ value and the accumulated dividends (current scale) will total 
$12,208.20—a PROFIT of $5,167.40 after deducting $7,040.80 
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in life insurance in the preceding quar- 
ter. If he is unable to live on what his 
performance indicates he deserves in the 
matter of financing, the agent should 
either be motivated to raise his earnings, 
to lower his budget, or to get into some 
other business, he stated. 

The speaker emphasized the necessity 
of getting the new man into production 
as quickly as possible. The neophyte 
should be first taught the “how” of life 
insurance selling and later on learn more 
of the “whys” from his manager. Mr. 
Woodson’s concept of training is as a 
matter of continuous growth. 


Morale Grows From Training 


The speaker indicated belief that the 
morale value of training is far more im- 
portant than the actual training itself. 
The agent who can say that because of 
the training given by his agency he 
knows as much about social security as 
any other man, is a man who will have 
the confidence to sell. 

Mr. Woodson would emphasize that 
one of the most difficult aspects otf 
training, successful prospecting, is an 
activity and not a thought process. 
good prospect file can be worth at 
least $10,000 an inch to an agent. Such 
a file is as much an inventory for the 
agent as the stock on shelves is to a 
storekeeper, Mr. Woodson stated. 

The speaker made it clear that the 
profits of an agency are not predicated 
on negative savings on telephone, rent, 
salaries for help, etc. He cautioned the 
managers present to remember that 
production per desk in an office is what 
makes the difference and that the side 
of the general agent which is a busi- 
ness manager is forced to appeal to the 
side which is sales manager for any real 
improvement in revenues. 


Can’t Miss Recruiting Class 


In the matter of recruiting, Mr. 
Woodson feels that a certain number of 
men must be recruited each year. In 
the future, a lack of recruits in the class 
of 1950, though not immediately noticed 
today, would show up. He drew the 
analogy between recruiting and the ac- 
tivities of the U. S. Military Academy 
in turning out 2nd lieutenants. He said 
that if West Point should miss a class 
and turn out no young officers in 1950, 
they might not be missed unti] many 
years hence when the army was casting 
about for colonels and generals to carry 
the weight. / 

Mr. Woodson does not regard recruit- 
ing as difficult in itself. It is made so 
because recruiting refuses to compete 
for a manager’s time in the way that his 
other activities do. An agency head can 
postpone recruiting for weeks and 
months, because there are no deadlines. 
Each day his desk piles high with things 
to do and he pushes his recruiting off 
to attend to an immediate problem of 
an agent or a policyholder. He advised 
the agency head to devise some way 
which will remind him of recruiting and 
force him into the attitude that if he 
does not recruit all the rest of his ac- 
tivities will soon be meaningless. Any 
recruiting interview might be worth sev- 
eral million dollars of life insurance to 
an agency head. 

The speaker indicated that he regards 
the scientific selection methods so far 
developed as negative at best. He said 
that selection of new agents requires 
above all the will to select and a fairly 
sizable group to stack against one an- 


' other in order that the best may be 


| has the habit of success or failure. 


picked. It is necessary that the gen- 
eral agent have the fullest possible in- 
formation about each recruit, so that he 
will be able to detect whether the — 
Mr. 


Woodson claims that the agency head 


' could have done for him as good a job 


| life 


of agent selection as he could get any- 
where if he could present a complete 


| picture of each of six prospective re- 


cruits to a jury of girls who work in 
insurance offices. He made this 
point to emphasize that no special in- 


‘sight is required to recruit, that scien- 


tific methods of selection are not essen- 
tial, but that what is important is a 
complete paper picture of each pros- 
pective recruit. 


Acree Heads 
Underwriters’ 
Institute 


The Institute of Home Office Unde. 
writers, meeting at 
president J. T. 

Jr., 
Lincoln 
come Life; execu- 
tive vice-president, 
Taylor, 
derwriting direc- 
Northwestern 
National; vice- 
president 
it of ,.J- JE 
Peay, Jr., assist- 
secretary Life 
of Virginia; sec- 


Acree, 
dent 


J. 


tor 


ant 


retary 
W. 


E, 


H. 
secretary under- 
writing division 
Binghamton, and publicity director, R 


Button, reinsurance  vice-presiden} 


presi- 
In- 


un- 


and ed- 
B. 


treasurer, 
Harrison, J 


Security 


Republic National. 


Claris Adams, president of Ohio Stat 
Life, addressed the Lexington, Ky,, Ki 
wanis Club on “What Price Security,” 


Omaha, elected x 


Mutual g 
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Writes all standard policy 
forms, plus Retirement In- 
come, Juvenile Education, 
Home Security, Monthly 
Income Disability, etc. 


Offers both participating 
and non-participating in- 
surance. 


Sells non-medically as high 
as $7,500 up to and in- 
cluding age 40; $5,000 up 
to and including age 45. 


Issues sub-standard to 
600% mortality. 


For complete details about sell- 
ing for Reserve Life, write to 
S. J. Gilbert, Vice President and 
Director of Life Agencies. 


RESERVE LIFE 
INSURANCE COMPANY 
HOME OFFICE: DALLAS, TEXAS 


q | 


CLIMB ON THE 
BANDWAGON! 


Would you be interested in a 
General Agency connection with 
one of America’s fastest-growing 
Companies? Among the many 
reasons why General Agents 
and Agents in all parts of the 
nation are joining up with us 
are that Reserve Life: 
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AETNA 1 LIBERALIZES 
More War and 
Aviation Clause 
Changes Listed 


Aetna Life has announced more liberal 
ynderwriting of applicants who are in 
the armed forces, and those who are 
likely to enter. : 

The company has set up five different 
classifications of applicants: (1) Those 
in aviation; (2) all other applicants in 
the armed forces; (3) national guard 
and active reserves; (4) inactive re- 
serves; (5) male applicants from 18 to 
9g inclusive. Category one will still 
have a war clause; two, policies with- 
out a war clause will be issued up to 
a limit of $5,000 on ordinary life or 
PPhigher premium plans, and amounts up 
to $10,000 where circumstances indicate 
applicant won't be called for foreign 
service. 

Three, for applicants 35 and under, 
up to $10,000 without a war clause, and 
the plan of insurance will be restricted 
to ordinary or higher premium plans. 
No restrictions on applicants over 35. 


——= 





















fice Under. 
elected 


Lcree, 


Mutual” of 
irector, R 
e-president 


Ohio State 


1, Ky., KifFour, no war clause to applicants 35 
Security”"Bor under with a limit of $20,000, no 


restrictions Over age 35. 

Five, policies issued without war 
clause on ordinary life or higher pre- 
mium plans, with limit of $10,000. 
These new limits apply to all insur- 
ance issued since July 20. The company 
is ready to remove war clauses in whole 
or in part if applicants now qualify 
under the above categories. 

Other recent changes are listed below. 


Actions by Other Companies 


d in a Atlas of Oklahoma—Applications con- 
on with |—sidered from members of the armed 

; forces (including those alerted or called 
OWING WPior duty) for insurance without a war 































/ many |for aviation clause, providing (1) the 
Acents plan applied for is ordinary life (endow- 
gen ment age 85) or higher, (2) an aviation 
of the |Bhazard is not included as a regular part 
vith i of the applicant’s military duties, and 
(3) the amount of insurance including 
Atlas policies does not exceed $2,500 if 
the applicant is below the grade of 
‘ sergeant (or comparable rating) or 
| policy $5,000 if the applicant is sergeant or is 
ent In- |fi.a higher enlisted grade or is a com- 
? issioned officer. No features will be 
ication, ranted. Aviation exclusion rider for 
Aonthly those in military service who are sub- 
ect to an aviation hazard. No restric- 
atc. ions for normal amounts for individuals 
ot in active duty, alerted, or called, 
ipating itrespective of their classifications. 
2 z Grange Mutual, Idaho—No war clause 
ing iM jfon own retention. Uses clause only 
hen reinsuring company requires, and 
hen only on amount above that retained. 
F London Life—Results type clause for 
as high nembers of the military forces, male 
ind in- |fivilians ages 15 to 30 and for others 
ubject to special war hazard. War 
000 up [End aeronautics clause included in some 
ge 45. dustrial policies. 
innesota Mutual Move 
ard to |— Minnesota Mutual—Will consider from 
Aimy, air corps, navy and marine corps 
members up to $5,000 (including present 
Msurance in the company) without a 
ut sell- |P"r clause on life paid up at 85 or 
: ligher premium plans, ‘but no broker- 
rite tO [Bve business, no whole life preferred 
nt and |fP' double accident and no term or term 
riders; war clause on amounts over 
5,000, term and term riders, family 


Pcome policy and mortgage protection 
olcy. Waiver and income disability 
sidered under regular underwriting 
ules without reference to war clauses. 
‘applicant is or has been a pilot or 
fw member in any air activity, the 
Nation exclusion rider is automatically 
Fcluded. Same rules apply to active 
Md inactive members of the reserve 


ANY %ps and to national guard members, 
Xcept that the limit will be $10,000 (up 
EXAS ° $25,000 on older ages and for ranks 









‘major and up, each case considered 
Nits Own merits), reserve and national | 











guard members over 35 where active 
service seems very unlikely for valid 
reasons will be considered for up to ten 
units with the family income rider on 
life paid up at 85 or higher premium 
plans. Applicants of draft age limited 
to $10,000 without the war clause on 
plans other than whole life preferred, 
term, term riders and double accident, 
although family income and mortgage 
protection policies would be considered 
with the war clause. 

Mutual Life—No war clause. Where 
applicant is in armed forces and is a 
present or potential aviation risk, poli- 
cies will be issued with aviation restric- 


tions on payment of the face amount. 
In such cases, deaths excluded are 
those resulting from certain military or 
naval flying or from flying as an air- 
crew member or in a training or test 
flight. Military aviation cases limited to 
$5,000. 

National Reserve—No war clause. 
Service personnel accepted standard up 
to $2,500; national guard and reserves 
accepted standard up to $5,000. Avia- 
tion hazards on such cases are excluded. 

Northwestern National—War clause 
included in all policies issued to men in 
military service. 


Republic National — Limit of $5,000 


total insurance in company without war 
and aviation exclusion rider on ordinary 
life or higher premium plans for risks 
in armed services or those alerted or 
called except those subject to aviation 
hazard. War and aviation exclusion 
rider on amounts over $5,000 or term 
plans or risks subject to aviation hazard. 
Risks not in armed services or alerted 
or called are considered for a reason- 
able amount of insurance without rider. 

State National of Missouri—No war 
clause. Members of the armed service 
(including those in process of induc- 
tion) limited to $5,000 on ordinary life 

(CONTINUED ON PAGE 24) 
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» economy, 
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INTERNATIONAL BUSINESS MACHINE 


590 MADISON AVENUE 
NEW YORK 22,N, y, 


you send are important. 
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outstanding results 
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Sincerely yours, 
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: » lend 
typewritten work. 


the IBM 
S finest typewriter. 


» great- 
» and 
s go. 
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Only one typewriter in the world could have 
been used to type the letter reproduced above—the 
IBM Electric Typewriter, Executive model. Both this 
model and the Standard model are available in a 
wide choice of colors and type faces. 
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IBM, Dept. NL 
590 Madison Avenue, 
New York 22, N. Y. 
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Name 


I'd like to see a demonstration 
of the IBM Electric Typewriter. 


Please send brochure. 





(please print) 





Company 





Address 
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Suggests Selectors 
Utilize Modern 
Personality Tests 


Dr. Joseph W. Johnson, Jr., of Inter- 
state Life & Accident declared at the 
annual meeting of the Institute of Home 
Office Underwriters in Omaha that there 
is a great deal to be done by under- 
writers in analyzing and testing decom- 
pensated personalities. Personality dif- 
ficulties account for underwriting prob- 
lems as often as physical decompensa- 
tions. Dr. Johnson’s talk which was re- 
plete with slide illustrations of Bender- 
Gestalt psychological tests as applied to 
risks taken from the case clinics of the 
institute which demonstrated that the 
principal problem of underwriters lies in 
knowing avocational pursuits, interests, 
habits and traits of applicants. Dr. John- 
son termed such knowledge particularly 
necessary in the areas of human experi- 
ence involving alcoholic and sexual be- 
havior. 

The speaker termed the basic function 
of the underwriter as the assignment of 
applicants to a group according to his- 
tory, inspection and examination. In 
order to acquire data which is meaning- 
ful, the underwriter must have a concept 
or sphere of reference to which such data 
can be constructively related. He sug- 
gested that such a concept be offered in 
the phrase “the decompensated person- 
ality,” and that an effort be made to 
demonstrate that a personality responds 
to stresses, both external and internal, 
and may handle such energy expendi- 


tures well or badly. Just as the heart 
decompensated may reflect such de- 
compensation by shortness of breath or 
enlargement of liver, so the personality 
decompensated may reflect itself ‘by al- 
terations of the body or changes in be- 
havior, he declared. 

Dr. Johnson suggested that just as 
the underwriter has had to apply various 
investigative and clinical techniques to 
appraise the body in order to assign it 
to a group, so techniques appropriate to 
the appraisal of the personality merit 
investigation and critical study. He said 
that perhaps a major difficulty in the 
appraisal of personality decompensation 
as reflected, for example, by alcoholism 
has been the utilization of history and 
inspection without access to the tech- 
niques of examination or a concept or 
frame of reference to which data ac- 
quired by such examination might be 
considered meaningful. 


Want Change in Nevada 


The insurance leaders in Nevada are 
making plans to promote legislation in 
the next session in January to create a 
separate insurance department independ- 
ent of the office of state controller. 
Presently the controller is ex-officio in- 
surance commissioner. 





Southwestern Names Two 


Cecil O. Schwalbe and O. J. Finney 
have been appointed assistant secretaries 
of Southwestern Life. Mr. Schwalbe 
will continue as head of the pension 
trust, group permanent and group annu- 
ities department and Mr. Finney will 
continue in charge of appraising real 
estate for loans. 
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GENERAL AMERICAN LIFE’S 
SALES TRAINING PROCEDURE 


Agency Builders Callow, Strimple, and Newblock are among the top 
field administrators of the company’s sales training procedure. 


career underwriters.” 


It’s another of many reasons why we echo, “You're always in business 
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“Well trained, productive agents ‘stick,’ 
than 80% of these completing our 3-step sales training program are 
still with the company proves our system effective in building successful 


” they say. “And the fact more 











Management Group 
Warned of Need to 
Safeguard Records 


E. H. Conarroe, associate manager 
policyholders service bureau of Metro- 
politan, presided at several sessions of 
the conference of the office management 
group of American Management Assn. 
at New York. A wide variety of topics 
were taken up, almost all of which were 
as applicable to life company manage- 
ment as any other business. 

The much discussed protection of 
records in time of war was reviewed by 
Russell Jackson, senior analyst of So- 
cony Vacuum Co., New York. Mr. 
Jackson warned that the launching of 
an atomic bomb over New York might 
create radioactivity that could make 
it impossible to enter the area and sal- 
vage records for maybe two years. One 
flight of bombers, he asserted, could not 
only destroy a factory or an office build- 
ing but destroy all the thinking, the 
planning that made that business pos- 
sible. 


Designate Individuals 


Among the various precautionary 
steps recommended was that each de- 
partment manager designate individuals 
to place valuable working material in 
vaults or safes in case of alarm or 
threatened danger, provided there is 
time to do this and still allow the per- 
sonnel to reach areas of comparative 
safety. Probably the surest method of 
preservation, he added, is to make copies 
which can be sent to a distant location. 

The method of duplication can be de- 
cided best after careful analysis of the 
type and volume of each record. He 
said that microfilm, although originally 
very expensive, now has reached the 
point where it has many advantages 
over other methods. It is the practice 
of his company, he explained, to keep 
one copy of the film in the office and 
the other in a vault in the midwest. 


Make Employes Feel They Belong 


In another talk, C. M. Skade, assist- 
ant controller of S. H. Kress & Co., 
New York, discussed supervisory train- 
ing programs. He urged supervisors to 
make those under them feel a sense 
of participation and belonging and that 
they are a vital part of the business in- 


| stead of only a cog in a machine. They 
| should be trained and inspired to think 


in terms of the department as a whole. 


| This teamwork, he mentioned, has aided 


greatly both by keeping employes in- 
formed about what is going on as well 
as by encouraging them to participate 
in the solution of problems connected 
with their work. 


Freid to Retire; Marks 
to Be Sole General Agent 


Isadore Freid of Freid & Marks, gen- 
eral agents for New England Mutual 
at New York City, will retire Dec. 31 









4 
‘ 
Isadore Freid David Marks, Jr. 


and his partner, David Marks, Jr., 
will become sole general agent. 

Mr. Freid entered the business nearly 
50 years ago with Equitable Society 
in New York City. Later, he joined 
New England Mutual there. In 1925 
he became a general agent, opening 
a new agency in Now York City. He 
was educated as a pharmacist and 








served in that capacity in the navy J 
the Spanish-American War and the 
Philippine insurrection. He is a 
president of Mid-Town Managers Assy 

Mr. Marks joined the Freid ageng 
in 1942 after having been a_personj 
producer with Mutual Life since igy 
He led New England Mutual in 199. 
45, in 1943 setting a new productig, 
record. He has been a Million Dolly 
Round Table member for some yeax 
He is a past president of the Ne 
Jersey C.L.U. chapter. 


Ralph Price Urges OK 
for Jefferson Standard 
50% Stock Dividend Plan 


GREENSBORO, N. C.—Ralph ¢ 
Price, former president of Jefferso, 
Standard Life, who several months ago 
contested the action of the board 9 
directors in naming Howard Holde. 
ness to succeed him, has written a lette 
to stockholders of the company asking 
them to approve the proposed 50% sto¢; 
dividend, which he said “was mag 
possible by company progress during 
my administration.” 

Mr. Price, who continues as a dire. 
tor, stated that the “certain thing js’ 
that the dividend was made possible 
during his period of office as head oj 
the company, but that one thing that j 
a matter of speculation “is whethe 
the differences of opinion which I hay 
had with the majority of the board o 
other matters and my plain indicatioy 
that I would fight for my _proposak 
caused the board to take action on th 
stock dividend.” 

Mr. Price said the board, which pro 
posed the stock dividend Oct. 23, “actej 
unfavorably on four proposals” which 
the made for “the good of the company” 
He did not elaborate on the proposal 
but told stockholders he would explain 
them “in later letters.”” The remainder oj 
his letter dealt with the company’ 
progress during his presidency. 
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Hemisphere Group 
Resists Government 
Encroachment 


WASHINGTON — Insurance execu- 
tives of the western hemisphere at the 
hemispheric insurance conference at 
Santiago, Chile, appointed a commis- 
sjon to resist the encroachment of 
governments in the insurance field, it 
js announced by A. Kirkpatrick, 
manager of the insurance department of 
U.S. Chamber of Commerce who served 
as conference secretary. The conference 
was sponsored by U. S. Chamber. 





—Ralph ¢ The campaign to reestablish and 
f  Jefferso, maintain the freedom of insurance as 
months agp private enterprise will be conducted by 
e board “ the commission established at the con- 
rd Holde.p ference: Each country will be repre- 
tten a lette sented by a local unit. ; 

Fourteen countries of the western 
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hemisphere were represented at the con- 
ference by 60 insurance executives. Ob- 
servers were in attendance from France 
and Switzerland. The U. S. delegation, 
headed by John A. Diemand, _presi- 
dent of North America, consisted of 11 
executives. 

Disturbing Trends in Latin America 


“The campaign against government 
encroachment in the insurance field was 
taken,” Mr. Diemand said, “as a re- 
sult of trends particularly in Latin 
America. 

“With Costa Rica’s insurance already 
enveloped by a complete government 
monopoly; with Uraguay operating a 
monopoly, except for those few private 
companies which were in business there 
in 1911 when its law was passed; with 
several governments already having ab- 
sorbed all or part of the workmen’s 
compensation insurance, and three 
countries maintaining government rein- 
surance monopolies, Latin American 
executives, particularly, are alarmed at 
the trend of affairs.” 

The Santiago conference was in sharp 
contrast to the program outlined by its 
permanent committee when it met a 
year earlier at Havana. This year’s 
meeting abandoned all efforts to adopt a 
formal constitution and to carry out 
joint projects among the various coun- 
tries aimed at such actions as _ estab- 
lishing uniformity of insurance cover- 
ages, uniformity of practices and joint 
reinsurance pools. 

The new working plan carried out at 
Santiago converted the conference into 
a discussion forum where executives 
from all countries in the hemisphere 
could present technical papers on vari- 
ous phases of insurance and exchange 
ideas and information. The only joint 
project which was retained at Santiago 











| Aetna Life Leaders 


+ John M. Mitchell, left, Evanston district 
ent for Aetna Life, became the first 
esman for that company this year to 
more than $1 million ordinary life 
iness and leads the company in sales. 
“Mr. Mitchell, who represents R. S. Ed- 


| wards, right, general agent for Aetna in 


shicago, is an Evanston alderman and is 
so in the real estate and general insur- 
ince business in that town. He has been 
ling life insurance since 1947 when he 
“became associated with the Edwards 
agency. The Edwards agency currently 


was the conference’s free enterprise 
campaign. 

With the conference as a meeting 
ground, many independent plans _ for 


inter-company cooperation have been 
made. Individual reinsurance arrange- 
ments have been completed. A number 
of Latin American insurance companies 
have arranged to send young men to 
United States home office insurance 
schools. The life insurance discussion 
group of the conference arranged to es- 
tablish a point of contact in each 
country through which life insurance 
information and educational material 
can be freely exchanged. 

Because of the world situation, no 
specific plans were made for holding a 
fourth conference. However, a commit- 
tee of seven countries was appointed to 
survey the situation in 1952 and then to 
determine what plans can be made. 

Attending the Santiago meeting from 
the United States were Mr. Diemand, V. 
I. G. Petersen, foreign secretary of 
North America; R. E. Turnbull, 
North America manager for Latin 
America; W. Alexander Kerr, foreign 
manager Liberty Mutual; VV. C. 
d’Unger, assistant secretary Lincoln 
National Life; L. C. Richardson, Jr., 
secretary American International 
Underwriters; R. H. Chapman, Jr., re- 


gional supervisor American Foreign In- 
surance Assn., Bogota; Frank J. Tom- 
linson, senior resident representative in 
Chile of A.F.I.A., Santiago; John 
Byrne, president Talbot & Bird, New 
York; W. H. Trentman, executive vice- 
president Occidental Life of N. C., and 
Mr. Kirkpatrick. 


Neb. Institute Is for 
Students, Practitioners 


An insurance institute for both stu- 
dents and insurance practitioners is 
being held at University of Nebraska 
at Lincoln, Nov. 17-18, sponsored by 
Insurance Federation of Nebraska and 
the business school of the university. 

There will be a speaking program 
throughout the day Nov. 17, a banquet 
that evening with the speaker being 
Eugene M. Thoré, general counsel of 
Life Insurance Assn. of America, and 
the next morning the speakers will 
conduct a series of clinics. E. J. Faulk- 
ner, president of Woodmen Accident, is 
president of the federation. 

The speakers include Dudley Dowell, 
agency vice-president of New York 
Life; H. P. Stellwagen, executive vice- 
president of Indemnity of North 
America; Dr. Ralph Blanchard, insur- 


ance professor at Columbia university; 
R. B. Gallagher, insurance manager 
Philco Corp.; H. G. Kenagy, vice- 
president Mutual Benefit Life; Dr. C. 
A. Kulp, insurance professor Univer- 
sity of Pennsylvania; W. R. William- 
son, consulting actuary of Washington, 
and John M. Breen, vice-president of 
Lumbermen’s Mutual Casualty. The 
registration fee is $10 and advance 
registrations may be made through In- 
surance Institute, Box 482, Lincoln. 


Southland Life Holds 
Get-Acquainted Meeting 


Southland Life held a get acquainted 
meeting for its Continental Life division 
at Old Point Comfort, Va., with about 
480 attending. Southland recently pur- 
chased Continental Lfe of Washington, 
BD. C. 


The meeting opened with a barbecue 
dinner. Business sessions were held the 
next day with Joe Woodward, vice- 
president and agency director, presid- 
ing. Speakers were L. McCarthy Downs, 
vice-president in charge of the Continen- 
tal division; W. C. McCord, president, 
and Alden C. Palmer, executive vice- 
president of Insurance R. & R. The 
meeting closed with a banquet that eve- 
ning. 
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COMPLETE PERS ONAL INSURANCE COVERAGE 


REPUBLIC NATIONAL LIFE 
INSURANCE COMPANY 


; THEO. P. BEASLEY, Presidenr 
HOME OFFICE DALLAS, TEXAS 


Life insurance in force exceeds $305,000,000.00 








For Dependable Service—Up-to-Date Facilities 


All Life, Endowment and Annuity Plans 
Favorable Par and Non-Par rates 
Standard and Sub-Standard risks 
You 


Pension Trusts — with Life Insurance or 100% on 
Deferred Annuities 


can’t do 
better 
than 


consult 


Mortgage Redemption Plans — geared to F.H.A. 


Family Income to Age 65 — also regular 10, 15 and 
20-year F.I.B. 


Facilities for handling large cases 
Insurance on Selected Diabetics 


Juvenile Insurance on all regular plans (full benefit 
at age 3) Death and Disability Benefit on parent 


Foreign Travel and Foreign Residence Coverage 


LOW TERM RATES on 1, 5, 10, 15-Year and 


5-Year Renewable and Convertible Term Plans 


THE 


MANUFACTURERS 
INSURANCE LIFE COMPANY 


HEAD OFFICE@®TORONTO, CANADA 


INSURANCE IN FORCE 1,185 MILLION DOLLARS 
(Including Deferred Annuities) 


ASSETS 378 MILLION DOLLARS 








Bankers of Iowa 
Promotes Three; 
Moves Elgin Agency 


Bankers Life of Iowa has made the 
following changes: 

William J. Steen, 
formerly manager 
at Philadelphia, has 
been appointed as- 
sistant superintend- 
ent of agencies to 
succeed Edward P. 
Kern, who died. 
Mr. Steen gradu- 
ated from Drexel 
Institute of Tech- 
nology in 1934 and 
received a master’s 
degree from the 
University of Penn- 
sylvania in 1941. 
He coached high school football at 
Riverside, N. J., and was supervising 
principal of elementary schools there. 
Following discharge from the navy he 
joined Bankers Life in Philadelphia in 
1945. He became manager in 1948. 
_Edward J. Collins, formerly super- 
visor there, has been named manager 
to succeed Mr. Steen. Mr. Collins was 
with a Philadelphia shipbuilding com- 





W. J. Steen 





E. J. Collins R. C. Gilmore 


pany prior to entering the army in 1944. 
In 1946 he joined Penn Mutual. Later, he 
joined Bankers and was _ appointed 
supervisor at Philadelphia in 1949. 

Robert C. Gilmore has been named 
manager at Washington. He joined the 
company in 1935 and became manager at 
Washington in 1939 but returned to 
personal production in 1942. He is an 
army veteran. He is past president of 
the Bankers Life C.L.U. group. He 
succeeds Robert J. Johnson, who re- 
signed. 

The Bankers Life agency in Elgin, 
Ill, has been moved to 310 Mulberry 
street, Rockford. Premium collections 
in the Rockford area will be handled 
through the Chicago premium payment 
office. 

Paul Burkman has resigned as man- 
ager at Cincinnati. He will continue as 
a producer there. No successor has 
been announced. 


“Life Insured Savings 
Accounts” Illegal in Texas 


Commissioner Butler of Texas has 
addressed a letter to all life companies 
operating in that state in regard to 
“Life Insured Savings Accounts,” in 
which he said that “it is the attitude of 
the life insurance division of the board 
of insurance commissioners, at the pres- 
ent, that this plan is illegal.” 

He states that several companies have 
indicated that they desire to have this 
matter briefed by counsel. Mr. Butler 
says the burden of proving the legality 
of this plan rests on the companies and 
that until they have submitted a brief 
showing that this plan can be worked 
out to meet legal requirements the 
companies should not write this busi- 
ness, and the department will have to 
ask that these contracts be cancelled. 





Mutual Life has lent Falstaff Brewing 
Corp. $2.9 million. An additional $1% 
million has been lent to Falstaff by five 
banks in New Orleans and St. Louis. 


Insurance Groups 
Ask for Voice in 
EPT Hearing 


WASHINGTON — Among interey; 
applying for time at hearings begin 
Nov. 15 on excess profits taxation b. 
fore the House ways and means cop, 
mittee are American Life Conventig, 
Life Insurance Assn. of America, Ny. 
tional Board of Fire Underwriters, Aggy 
of Casualty & Surety Companies, an; 
General Reinsurance. i 


Public Health Assn. Againg 
Compulsory Insurance Ideq 


ST. LOUIS—American Public Healt, 
Assn. at its annual meeting here, wit, 
delegates in attendance from seyer,| 
nations outside the U. S., refused to ep. 
dorse or support the principle of com. 
pulsory health insurance. The assogiz. 
tion passed a resolution that declarg 
that “no method of financing yet pro. 
posed by the Congress or elsewhere wil 
per se assure a high quality and ad. 
quate quantity of medical care” for the 
American people. The resolution cop. 
cluded: 

“That the association urges gl 
agencies, organizations and _ individuak 
concerned with medical care problem 
to exchange views and experience an( 
to pool their knowledge, their resource; 
and efforts to the end that the bes 
possible medical care for all the peopl 
may ultimately be developed under con. 
ditions that prevail in the United States,” 

Dr. Gaylord West Anderson, Univer. 
sity of Minnesota school of public 
health, was named president-elect of the 
association, while Dr. William P. Shep. 
ard, third vice-president of Metropolitan 
Life, president-elect the past year, now 
assumes the presidency. 

Extension of voluntary health insur 
ance plans to cover “catastrophic” jll- 
ness and retired workers was urged by 
Dr. Frank G. Dickinson, American 
Health Assn. He upheld the ability of 
the voluntary plans to care for the 
needs of the American people and to 
keep them free from political domina- 
tion. Dr. I. S. Falk of the social security 
administration advocated replacement oj 
voluntary insurance plans by a com 
pulsory plan. 

Socialized medicine was endorsed by 
Sir Weldon Dalrymple Champneys, a 
British health ministry official. He said 
that many of his countrymen have pro- 
posed changes in Great Britain’s social- 
ized health service “but no one is sug- 
gesting abolishing it.” 


WANT ADS 


Rates $12 per inch per insertion—linch mini- 
mum. Limit—40 words per inch. Deadline Tues- 
day noon in Chicago office — 175 W. re 
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Blvd. Individuals placing ads are req 
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ACTUARIAL STUDENT 


Medium size eastern combination company 
(Industrial and Ordinary) desires the serv 
ices of an Actuarial Student under 35 
years of age, who has passed at least three 
examinations. Experience in an Industrial 
or combination company preferred. Op: 
portunity for advancement in actuarial and 
administrative work. Address C-30, The 
National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Illinois. 








WANTED . . . Experienced life underwriter 
interested in agency management. To start as 
Supervising Assistant, developing ideas with 
agents in a growing agency. Desirable to 
familiar with Estate Planning and a Success’ 
peawee producer. Address C-37, The National 

nderwriter, 175 W. Jackson Blvd., Chicago 4, 
Illinois, giving experience and other qualifica- 
tions. 
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Central Illinois 
C.L.U. Achieves 
Public Recognition 


The conferment luncheons sponsored 
by the Central Illinois C.L.U. at Cham- 
aign and at Springfield were depar- 
tures from the usual events of this sort 
in that they were designed primarily as 
ublic meetings. The emphasis was 
placed on gaining the attention of non- 
insurance people in the area, so that 

















Panies, an{ the public would realize the extent of 
the emphasis which the life insurance 
business is placing on_ the education 

; of agents. Germinal credit for this idea 
Againg goes to Chester T. Wardwell, general 
ce Ideg f agent for Connecticut Mutual at Peoria 
, and immediate past president of the IIli- 
ublic Health nois State Assn. of Life Underwriters, 
here, with who is himself a -C.L.U. : 

Om sever] Having adopted the public meeting 

used to en.f jdea, the Illinoisians set about to insure 

dle of com.§ that life insurance people would turn 
he associ { out in large and enthusiastic numbers 
at declarei} for the banquet. The large turnout 

i yet prof couldn’t fail to impress members of the 

ewhere will press, bar, medical society, business 

y and ade groups and other public officials who 

re” for the} had been invited. Caravans of automo- 

lution cop-f biles at Peoria, Bloomington, Decatur 
and Danville included all members of 

1 urges alf CL.U., C.L.U. study classes, L.U.T.C. 

individuas } study groups and as many_ general 

> problems — agents and managers as possible. Nu- 
rience ani merous agency heads took with them 

r resources— new men whom they wished to indoctrin- 

t the bet ate with the necessity of continuous 

the people f education. ; 

under con- Speaker at both of the meetings was 

ed States” — Howard H. Cammack, national C.L.U. 

mn, Univer. 
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president, and general agent for John 
Hancock at Albany, N. Y. He spoke on 
insurance education and carried out the 
ostensible purpose of the meeting, which 
was to present the C.L.U. diplomas to 
the large 1950 crop in central Illinois. 





Four New Appointments 
Announced by Occidental 


Occidental Life has named James 
I. Curran manager at Denver, Richard 
T. Morris assistant brokerage manager 
at Chicago, Douglas L. McIntyre as- 
sistant brokerage manager at San Fran- 
cisco and Robert '‘C. Lawton assistant 
manager at Pasadena, Cal. Mr. Curran 
joined Occidental after five years with 
Lincoln National as a_ personal pro- 
ducer at Fort Wayne and assistant 
manager at Denver. He led his agency in 
paid production for four years. 

Mr. Morris was formerly with Con- 
tinental Casualty, first as an A. & H. 
underwriter, then as agency supervisor 
of special risk, aviation and A. & H. 
at the Chicago branch. Mr. McIntyre 
goes back into the field after four 
years in the Occidental home office in 
field training and agency administra- 
tion. He joined Occidental originally 
as a special agent in Long Beach and 
previously had been four years with Na- 
tional Life & Accident. Mr. Lawton, 
formerly with Prudential, joined Oc- 
cidental at Toronto in 1949 and has 
‘been a leading producer in the Pasadena 
branch. 


Chicago C.L.U. Sponsors 
Estate Seminar on Nov. 17 


The Chicago C.L.U. is sponsoring an 
all-day estate planning seminar on Nov. 
17, to which attorneys, accountants, 
trust officers and life insurance agents 
have been invited. Speakers will be 
H. White, Insurance Research & 
Review; Edward Nippert, vice-presi- 
dent and trust officer of Fifth-Third 
Union Trust Co., Cincinnati; Walter 
Freyburger, tax consultant New York 
Life; Samuel A. Sakol, C.P.A., of David 
Himmelblau & Co., Chicago. The meet- 
ing will be concluded ‘by a_ cocktail 
party. 


Southland Life Appoints 
E. B. Hume Comptroller 


Southland Life has appointed Everett 
B. Hume comptroller and assistant sec- 
retary. 

He was educated at the University 
of Indiana and in 1925 joined Reserve 
Loan Life in the underwriting depart- 
ment, later transferring to the account- 
ing department, where he advanced to 
associate auditor, auditor, and assistant 
secretary and treasurer. He became a 
director in 19438, secretary and execu- 
tive committee member in 1945, and 
vice-president in 1946. 

When Southland Life purchased Re- 
serve Loan Life in 1949, Mr. Hume was 
named assistant comptroller and as- 
sistant secretary of Southland. 


ea 











John R. Ward 


Paul Troth 


John R. Ward, whose appointment as 
group underwriting supervisor with Home 
Life of New York was reported in last 
week’s issue, joined the company last 
April. Paul Troth, whose appointment as 
group field assistant was also reported last 
week, has been with the company since 
1940. 

















APPROACHING 


FIFTY 


On January 1, 1951, this Company 
enters its 50th year. 


As life insurance companies go, this 
makes us a comparative youngster, but 
folks do say that we’re right big for our 


age. 


With around two and a half billions of 
life insurance in force, including no 
Group or Reinsurance, and all produced 
by our own full-time agency force, we 
are among the top sixteen companies in 


the U. S. 


There’s going to be plenty to celebrate 


in 1951. 
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EDITORIAL 


COMMENT 





“Grass Roots” Key to Washington Success 


Discussions of the suggestion that 
National Assn. of Life Underwriters 
open a Washington office recall that it 
is but a year since the companies 
through the Life Insurance Assn. of 
America and American Life Conven- 
tion decided to do this. Their motives 
are the same—the establishment of a 
liaison office to serve the reciprocal 
function of acquainting Congress with 
the desires of companies or agents and 
their reaction to legislative proposals, 
and to inform companies and agents of 
legislative and administrative decisions 
and actions that affect them. This in- 
cludes the legitimate and necessary lob- 
bying functions. 

Until the Washington office 
opened the companies transacted their 
federal jaffairs in a sort of commuting 
fashion from the New York and Chi- 
cago headquarters. N.A.L.U. cur- 
rently operating on this basis from New 
York and the increasing amount of fed- 
eral contact needed provides a mounting 
burden on the N.A.L.U. headquarters 
staff. 

There have been suggestions that the 
Institute of Life Insurance open a 
branch in Washington to present to the 
very influential Washington press an 
on-the-spot source of industrywide life 
insurance information, something that 
is not available to the news representa- 
tives there now, and which not a 
function of the life insurance legislative 


was 


is 


1S 


offices which are there. 

If other precedent be needed for the 
suggestion that life insurance agents be 
regularly represented in Washington 
the presence there of their fire and cas- 
ualty brethren for many years can be 
cited. 

But it should be recognized that 
Washington representation is not and 
will be no panacea for the worries of 
agent opponents of bureaucratic and 
legislative actions. An office there may 
greatly improve the efficiency of par- 
ties dealing with the government but 
the greatest results can be accomplished 
far from the capital. Grass roots cam- 
paigning is still the way to the Con- 


gressman’s vote. Washington repre- 
sentation helps to treat one of the 


symptoms of the welfare state disease 
but doesn’t get at its cause nor even 
set the cure in motion. The realiza- 
tion that full-time Washington repre- 
sentation is needed should stir associa- 
tions countrywide into a greater sense 
of the need for local action. A Wash- 
ington office will succeed only in pro- 
portion to the support it gets in the 
field. 

This political truth is best brought 
out in a new book by George E. Allen, 
well known raconteur and friend of 
presidents. In it, he says, ‘“Washing- 
ton lobbyists are precisely as effective 
as the number of votes they can deliver 
outside of Washington on election day.” 


Keeping Luncheon Chairmen Off the Hook 


It is amazing how many people who 
write non-rubber checks, pay their bills 
punctually, show up on time for ap- 
pointments, and in other ways exhibit 
a commendable sense of responsibility 
will nevertheless blithely ignore frantic 
requests to let it be known that they 
are going to attend association or group 
luncheons, 

When the people who are running one 
of these affairs have nothing but a 
wild guess to go on in guaranteeing 
attendance to the hotel management, the 
result may be either costly to the organ- 
ization or highly inconvenient to those 
attending, depending on whether attend- 
ance proves unexpectedly meager or goes 
beyond the number expected. 

A case in point was the fellowship 
luncheon on the concluding day of the 
National Assn. of Life Underwriters 
convention at Washington where many 
people who would have liked to go had 


to miss the affair because they didn’t 
indicate soon enough that they planned 
to attend. The same situation pre- 
vailed at the L.U.T.C. luncheon at the 
same convention. At another luncheon 
there, the men in charge who had given 
the hotel management the guarantee 
figure had every reason subsequently 
to believe there would be a substantial 
deficit, but fortunately enough non- 
reservers showed up so that there were 
plenty to meet the guarantee. 

While there is a certain amount of 
flexibility, a hotel banquet department 
has to have a pretty definite idea of 
how many people it is going to serve. 
Otherwise things are going to be badly 
jammed up. When the committee sets 
the guarantee at too high a figure, the 
organization may find itself holding the 
bag for a substantial sum. When it sets 
too conservative a guarantee and at- 
tendance is unexpectedly large, service 


is slowed down because there aren’t 
enough waiters to handle the crowd ex- 
peditiously and there very well may not 
be enough food, at least of the type 
supposed to be served. 

Unfortunately, too many people who 
attend luncheons take the same over- 
modest view of themselves that many 
citizens do in failing to vote. “What 
difference does one person make one way 
or the other?” seems to be the way 
they look at it. 


We don’t pretend to know of 
sure-fire cure for this situation. By 
obviously, if people would view thig 
type of obligation with the same sep 
ousness and sense of responsibility tha 
they exhibit in most of their othe 
activities, the luncheon committee chajy. 
man would have a much less anxious 
time of it, the risk of financial logs 
would be eliminated, as would the change 
of being served in jammed-up quarter 
by overworked waiters. 








PERSONAL SIDE OF THE BUSINESS 





H. Randall Pease, comptroller of 
Travelers, has been elected president of 
City Club of Hartford and of the Golf 
Club of Avon. 

Bert A. Hedges of Wichita, Kansas 
manager of Business Men’s Assurance, 
and Mrs. Hedges, who have been re- 
cuperating in Freeman hospital, Joplin, 
Mo., from injuries suffered in an auto- 
mobile accident, are recovering satisfac- 
torily and expect to be able to return 
to Wichita around Nov. 10. 

Edmund Fitzgerald, president North- 
western Mutual, Milwaukee, has been 
elected a director of the Chain Belt 
Co., of Milwaukee. 

Howard J. Tobin, vice-president of 
Northwestern Mutual, was chairman of 
a civic progress dinner given by the 
Greater Milwaukee Committee. 

Chester O. Fischer, vice-president of 
Massachusetts Mutual, has been named 
to the advisory council of McCormick 
& Co., Baltimore spice firm. 

Lelia E. Thompson, counsel for Con- 
necticut Mutual Life, will speak in 
Knoxville Nov. 17 at the institute on 
taxation, sponsored jointly by the Ten- 
nessee C.P.A. group and the College 
of Business Administration. 

W. E. Bixby, president of Kansas 
City Life, was recently elected to the 
board of the Kansas City Chamber of 
Commerce. 

C. James Matrullo, district manager 
for John Hancock at Staten Island, 
N. Y., has been appointed chairman of 
the insurance division of the community 
chest campaign there. 

Thomas F. Bourke, executive vice- 
president and treasurer of United Serv- 
ices Life, who was taken ill while at- 
tending the American Life Convention 
in Chicago, has been confined to his 
home. It is hoped that he will be able 
to return to the office by Dec. 1. 

John E. Craigle, manager of Pruden- 
tial’s Indianapolis district No. 1, was 
honored with membership in Pruden- 
tial’s “old guard” in celebration of his 
35 years with the company. He has 
spent all but two years of his Prudential 
career in Indianapolis. 

W. J. Bryden, Jr., president of Vic- 
tory Life, has been named chairman of 
the Kansas Heart Assn. drive which 
will be launched in February. 

George L. Harrison, chairman of 
New York Life, and Crawford H. Ellis, 
president of Pan-American Life, are 
serving on the sponsoring committee of 
the Arthritis and Rheumatism Founda- 


tion’s 1950-51 campaign to be launched 
Nov. 14. 

Mary Lynn Hogg, daughter of Execy 
tive Vice-president Robert L. Hogg of 
the American Life Convention and Mrs, 
Hogg, has graduated from the American 
Airlines stewardess school and has been 
assigned to Los Angeles. She will serye 
on DC-6 planes operating out of there 
She previously received her bachelor of 
science degree in home economics from 
Ohio State University. 

E. L. Morrison, secretary of Ohio 
State Life, underwent an operation ina 
hospital at Newark, O., a few days ago, 

Martin J. Mullen, director of adver. 
tising and publicity of General Amer 
ican, a former marine and long active 
in the Marine Corps League, is serving 
as chairman of the Greater St. Louwis 
marine corps citizens committee whith 
is sponsoring, in cooperation with 
St. Louis Amusement Co. and the 
Louis Star-Times, the marine corp 
jamboree Nov. 10. 








Canadian Superintenden 
Elect Hunter President 


Canadian Assn. of Insurance Superin- 
tendents, meeting at Niagara Falls, 
elected the following: President, Her- 
bert Hunter, Manitoba; vice-president, 
D. H. Sutherland, Nova Scotia, and 
secretary, R. B. Whitehead, Ontario. 

Since very few complaints are lodged 
with the insurance departments on 
twisting of policies a recommendation 
was made that the principles governi 
agency matters be amended to pe 
the companies to more effectively gu 
against the practice. ' 4 

It was also recommended®that 
provincial insurance acts be amend 
include fraternals where licensed 
surers are referred to except wher 
agents did not write $20,000 in the 
vious year. 

The superintendents asked the com- 
panies to study the practice of the 
insured giving a promissory note for the 
first year’s premiums to the agent. 

Tighter controls over employes of li- 
censed insurers were also discussed 








Connecticut General plans to tear 
down the Mohen Block building just 
west of its home office, because /the 
building is too old to justify needed re- 
pairs and further maintenance. Com 
necticut General bought the building m 
1924. 
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w of any 
tion. But 
view this " 
same sefh | reduction Perspective M. R. PRENNER, 47, secretary and 
bility tha 2 Heads of large agencies point out that pr oye y _W ~~. sige —* 
reir othe {production increases in terms of per- i) foll in a Nochester, N. Y., hos- 

“. Mentages since the mid-summer sales pital following surgery for a_ brain 
ttee chair. }E° tumor. For 19 years prior to joining the 


boom don’t mean so much to them as 
hey do to an agency with comparatively 
mall volume. A couple of big sales 
an increase the production of a small 
gency by several hundred percent. In 
, big agency it might not make any 
»ppreciable bump in the record. Big 
pgencies may be doing as well because 


3S ANXious 
Ncial log 
the chanee 
P quarters 


3B the boom as smaller ones but run 
| nly 10% ahead while a smaller one 
$§ night now be running 100% ahead of 
) » Hast year. Home office people are on to 
——=eeee Fie true comparison, however, so the 
: launched hig agency men don’t worry about it. 
of Exeey (Mortgages and Leases 

Hogg of ¥ Real estate price structure will be 
1 and Mrs. trengthened by regulation X and other 
American frontrols, Raymond Rogers, New York 
| has been FUniversity, recently told an insurance 
will serve Jaudience. Mortgages thus will become 
t Of there Bore attractive. Later they will be 
achelor of Byarder to lay hands on, and he recom- 
mics from Byended buying now. 

It is a good time also to buy com- 

of Ohio fmercial property, he said, and rent it 
‘ation ing Pback on a participating lease basis. A 
days ago, fixed rental and share of gross income 
of adver. onstitute the best base at present. He 
ral Amer. #Warned against lease payments based on 


ng active pet income. 
is serving 
St. Louis 
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eography and Selling 

A home office agency man has noticed 
that producers in his company have 
been able to move from east to west 
or return, and from south to north and 
still sell successfully. The move from 
morth to south doesn’t work that way. 
An outsider from any other environment 
apparently can’t succeed in the south, 
specially in Texas, unless he goes 
toa set market, such as military per- 
sonnel. Even with knowledge and sales 
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ra ion ability, in the south generally, a man 
. » o = ha 

ent. Her. Ps, to know people well on a personal 
president, 2255 before they have sufficient con- 
atin sal fidence to buy. In fact, he said, some 
Jntaria ears ago agents in Texas used to 


endorse guaranties of the policies of their 
ompanies. Texans apparently relied on 
the individual more than the great assets 
the company had. 

Aman doing well with certain types 
of people could perhaps move into a 
outhern area and sell to the same out- 
ol-state residents. Florida was excluded 
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A general agent recently commented 
that he had success in recruiting new 
agents by first finding a market and 
then locating an agent who could sell 
m it. For example, if the lawyers in 
an area weren’t being sold he would 
tty to find a lawyer or someone who 
knew many of them, appoint him an 
agent, then train him to sell that mar- 
et. From there the agent can branch 
out and find others. However, he has 
a base market to start from. This is 
a reverse of finding the agent and ask- 
Ing him to submit a market to be 
analyzed. 


NOTICE TO SUBSCRIBERS 


When changing your address, please advise 
your postmaster and the National Under- 
writer four weeks in advance, furnishing 
beth your old address (printed label on 
Cover) and your new address in order that 
topies of the National Underwriter may 
tontinue to reach you without delay. This 
Retification may be made by letter or post 
oice card Forms 22 and 225 respectively, 
which your postmaster will supply upon 
request. 
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company he was an actuary with the 
North Dakota department, which he 
joined after his graduation from the 
University of Michigan. 

JACK E. HARRIMAN, Youngs- 
town, O., general agent of Illinois Bank- 
ers Life, died suddenly of a heart attack 
at Lima, O. In Youngstown the day 
before his death, members of his agency 
honored him on his 55th birthday with 
an application-shower breakfast. 

Mr. Harriman during his 16 years 
with Illinois Bankers had built one of 
its leading agencies in the life, A. & H., 
group and franchise departments. He 
was especially active in A. & H. organ- 
ization work and had served as president 
of the Youngstown and Ohio Assns. of 
A. & H. Underwriters. 


_ ROBERT M. WHITE, 60, manager 
for Jefferson Standard at Dallas died of 
a heart attack. He joined Jefferson 
Standard in 1920 and was appointed 
manager at Dallas in 1923. He was past 
president of the Texas Life Underwriters 
Assn. and of the Dallas association. He 
was one of the leaders in establishing 
the Southern Methodist University 
course and at the time of his death was 
chairman of its executive committee. 

ARTHUR R. ODELL, 73, retired assist- 
ant manager of Prudential’s Port Ches- 
ter, N. Y., office, died at his home in 
Port Chester. 

MICHAEL A. BROWN, 75, retired mem- 
ber of the Joseph H. Reese agency of 
Penn Mutual Life at Philadelphia, died 
there. He joined Penn Mutual as an of- 
fice boy when he was 14. He became 
office manager for the old general agen- 
cy of Bourne & Durham, and on the 
death of J. E. Durham, became a unit 
manager in the Philadelphia agency. He 
retired in 1939. 

CHARLES kL. LEVITT, 75, veteran 
agent for Northwestern Mutual Life at 
Minneapolis, died while on a trip to Cali- 
fornia. Burial was at ‘Pasadena. 

FRANK C, HOY, 68, manager of Canada 
Life’s estate planning agency, died at 
his home in Toronto. He served with 
the committee which founded the C.L.U. 
Institute in Canada. He joined Canada 
Life in 1918 and became manager of the 
estate planning agency in 1942. 





C.L.U. Prestige Builder 

A number of C.L.U. chapters have 
undertaken as a prestige building move- 
ment for local members the distribu- 
tion of reprints from the C.L.U. journal 
as chapter mailing pieces. This has been 
done in Boston and will be done this 
year by the Newark chapter. In the 
latter city a mailing of 1,000 pieces is 
planned initially. Each 1950-51 paid 
member may submit the names of 10 
people for the mailing list—attorneys, 
accountants, trust officers or similar 
centers of influence. These will be cor- 
related at chapter headquarters to pre- 
vent duplication. The mailing will be 
a chapter function. The source of names 
will be confidential. The cost of mailing 
and reprints will be assumed by the 
chapter. 

According to a letter sent to members 
by George E. Griscom, supervisor of 
Lincoln National, if interest warrants 
it, in addition to the chapter mailing, 
a series of free reprints with covers 
will be made available to individual 
members at a cost of approximately 2 
cents, 6 cents for the series. Mailing 
of these will be done by members at 
their own expense. On the members’ in- 
dividual mailings it will be acceptable 
to enclose a card or note. To imple- 
ment this part of the program, it will 
be necessary to have an order for the 
series of three reprints accompanied by 
a check so that quantity orders may 
be placed. 

The Newark chapter is now collecting 
names and will be distributing the re- 
prints soon. 





Nazareth Cement Co., Nazareth, Pa., 
has borrowed $600,000 from Penn Mu- 
tual Life on a note due in 1960. 





L. M. B. Morrissey, manager at Davenport, Ia., since 1914 for Phoenix Mutual, talks 
over his 40 years of company service with three home office officials who were present 
at a luncheon honoring Mr. Morrissey on his retirement. Just to the right of Mr. 
Morrissey is his son, L. M. B. Morrissey, Jr.. who has been with the agency since 1935 
and has been named supervisor-in-charge. In the middle is D. Gordon Hunter, vice- 
president, and on his right are George W. Cheney, 2nd vice-president and secretary 


and Dr. Robert A. Goodell, medical director. 





Commonwealth Promotes 
V. B. Gerard to Treasurer 


Commonwealth Life has promoted 
Victor B. Gerard to treasurer. He is a 
graduate of St. Louis University and 
Harvard school of business administra- 
tion. He was formerly with Brown 
Brothers Harriman & Co., joining Com- 
monwealth in 1946. He was assistant to 
the president until 1947 and then man- 
ager of the bond department. He is 
secretary of the Financial Section of 
American Life Convention and a navy 
veteran. 


John Hancock Assistants 
Complete Advanced Course 


Forty assistant district managers of 
John Hancock completed an intensive 
two-week course in advanced under- 
writing and agency management at the 
home office. Director of the school was 
Edwin P. Gunn, manager of field train- 
ing. 

Those attending the school 
such topics as recruiting and ( 
of agents, advanced methods of train- 
ing and supervision, methods of pros- 
pecting and selling, settlement options, 
social security legislation, employe 
benefit plans and business insurance. 

Instructors were H. Crandall Mason, 
statistician; Denzel J. Haywood, dis- 
trict administrative supervisor; Charles 


reviewed 
selection 


F. Bryson, Milton B. Seaman and 
Leonard Vecchiolla, regional super- 
viors. Speakers from the district agency 
department were Malcolm C. Young, 
2nd_ vice-president; Frank B. Maher, 
director of agencies; George B. Thomp- 
son, Jr., superintendent of agencies; 
Donald Bruce, comptroller of district 
agencies; Edward J. Doyle, Jr., super- 
visor of agencies, and Clifford M. Mar- 
tin, manager. 





Delay Test Suit on Col. 
Premium Tax Decision 


Trial of the test suit involving the 

right of Colorado to impose a premium 
tax on dividends applied to buy paid-up 
additional insurance has been postponed 
and will probably be tried early next 
year. 
“ The suit is the outgrowth of an un- 
favorable opinion given by the state 
attorney-general. The joint legislative 
committee of the American Life Con- 
vention and the Life Insurance Assn. of 
America decided that the matter was 
important enough to warrant litigation. 
Prudential is acting as plaintiff. 





Nutt Speaks at Columbus 


Hal L. Nutt, director of the Purdue 
course, addressed Life Managers and 
General Agents Assn. of Columbus, O., 
Nov. 9. 
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: THE PROVIDENT LIFE? ; L. & C. V.-P. and United States Life has appoianslia A, Ge 
~v, . bert N. Webster personnel directo, , 

Agency Director succeed Miss Mary ae 5 

E. Willis, who be- Los An 
Donald A. Hemenway, present Ver- comes custodian of Californ: 

‘(| mont commissioner, will succeed J. F. Company records, at its an 

§ t e e0 e 0 — Doyle as vice-president and director of After graduation Mat San 
agents of Postal Life & Casualty Nov. from Harvard law Smith, \ 

15. Hie was formerly special agent for School, Mr. Web- cisco. | 
Maryland Casualty and assistant man- Ster entered legal & Accid 

— for New Hampshire and Vermont =— Pa _— Neale, 

who have placed, through our representatives, an increasin of Travelers and Travelers Indemnity. \T©e Rig sy both of 
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° ° eH 3 . 3 ) - es en 
like the service we give them; they like the strong manage- a ee a or | becoming assistant to the president Be — pe 
. an assistant superintendent of agencies of fore joining U. 5. Life he was for thtef men in t 
ment and integrity of our company. the life department of Travelers. Fred- years personnel officer of Irving Tru inasmuct 
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W d of this ld — bid als intendent group sales division. and chairman of the membership con. interpret: 
e are proud of this esteem and determined to maintain it. _Mr. Foskit has been with Travelers mittee rong York Personnel Mi. change. 
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Markham Training Director 


B. Richard Markham, formerly Main 
manager of Union Central Life, hy 
been appointed director of training ¢ 
Union Mutual Life. 

He attended Lynchburg (Va.) Coli 
lege and graduated from Pennsylvany 
State College in 1935. He was in th 
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JOSEPH DICKMAN, Vice President in Lynchburg and in 1941 was namefftions,” er 
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NORTH DAKOTA — SOUTH DAKOTA — MINNESOTA — WASHINGTON — OREGON — MONTANA Mass., as a field assistant. He was He helped re-organize the Gener 
aaa og —_ vv : named assistant manager there in 1944 Agents and Managers Assn. of Main 

and was appointed manager in 1947. He and is ist vice-president. He has serve 

was promoted to the home office staff as an alternate instructor for L.UT( 
last January as an agency assistant. He 
received his B.S. degree from Boston 
University, Three New Officials Named 
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assistant superintendent of group sales Dr. Chapman ‘is a former medical ¢frounced | 
jn 1949 rector of Girard Life and also  serviiCasualty, 
: as assistant medical director of Pew Quad 
Mutual. Since 1934, he has been phys Wausau, . 
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The upsurge of interest in non- or North, Carolina aay, (eT cae ee 
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Edward R. Hodgkins, Vice-Pres. and Mgr. of Agencies from Wake Forest College in 1928. He zard, formerly assistant to Mr. Lueasg | alike” 





practiced law in Raleigh from 1929 to 


es : lexperienc 
1936, when he joined the insurance de- . 
d partment. He was executive secretary A. A. seune Repaining ia 
of the commission on revision of North Security National Life of St. Lo f 
NON-CANCELLABLE ACCIDENT & HEALTH e@ LIFE e GROUP Carolina laws relating to estates from has appointed Almon A. Hagee nottl 7 
Agency representation in the 48 states, the District of Columbia and Hawaii 1936 to 1939. Mr. Hodges’ family will western Missouri manager, operatit@..” 


join him in Asheville about Jan. 1. out of the home office. 
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Scofield Heads Cal. 
A. & H. Managers 


Ray Scofield, Massachusetts Bonding, 
Los Angeles, was elected president of 
California Assn. of A. & H. Managers 
at its annual meeting and sales congress 
at San Francisco. He succeeds : 
Smith, Washington National, San Fran- 
cisco. Herbert Rose, Unity Mutual Life 
& Accident, is vice-president and George 
Neale, National Casualty, secretary, 
both of Los Angeles. 

Morning speakers were Wesley J. A. 
Jones, Chicago, executive secretary In- 
Under- 
writers on “Management Must Sell 
Too,” and Commissioner Downey of Cal- 
ifornia, “Minimum Standards Law.” Mr. 
Jones emphasized the role management 
must play in training and developing 
men in the field. Mr. Downey said that 
inasmuch as the state is coming into 
a legislative year, the present laws and 
interpretations of them are subject to 
change. 

Baldwin Luncheon Speaker 


At the luncheon Lyman C. Baldwin, 
vice-president of Security Life & Acci- 
dent, spoke on, “The Set of the Sails.” 
He pointed out that a person was limited 
in his personal success only by the 
boundaries of his mind and imagination. 

In the afternoon Dr. Ralph J. Gampell, 
San Francisco, cited the flaws in the 
British medical program in his talk, “A 
British Doctor Looks at Socialized 
Medicine.” Charles E. Rae, general 
agent Provident Life & Accident, 
Toronto, speaking on “Human Rela- 
tions,” endorsed the belief that all men 
—especially insurance men—must treat 
their clients as well as all others that 
they meet with sympathy and under- 
standing. Walter F. Schmitz, superin- 
tendent of A. & H. sales of Occidental 
Life, in his talk, ‘Getting Down to 
Fundamentals,” stressed the necessity of 
agents always remembering the basic 
lessons of the business. 





inal Plans for Wisconsin 
Sales Congresses Announced 


MILWAUKEE—Final plans for the 
series of four sales congress meetings of 
Visconsin Assn. of A. & H. Underwrit- 
ers starting Nov. 13, have been an- 
nounced by Leo Packard, Continental 
asualty, Milwaukee, secretary. Francis 
V. Quade, Massachusetts Protective, 
Vausau, state president, will be chair- 
an of all meetings. On Nov. 13, a local 
association will be organized at Green 
Bay and officers elected before the 
uncheon session. At Madison, Nov. 16, 
he state association will hold its annual 
eeting and election. Other meetings 
bre Nov. 14 at Eau Claire, and Nov. 15 
tt La Crosse. 

At all four cities C. B. Stumpf, 
llinois Mutual Casualty, Madison, past 
international president, will be luncheon 
peaker on “Do You Expect to Sell.” At 
he sales congresses Carl A. Ernst, 


Porth American L. & C., St. Paul, in- 


emational vice president, will talk on 
The Three S’s in Selling”; Stanley Oly- 
tec, Washington National, Milwaukee, 
mt “The Proof of the Pudding,” and 
The Proof of the Pudding,” and 
faurice G. Olson, Wisconsin super- 
tendent of agents of Continental Cas- 


mys on “You’ve Got to Make ’Em 
DICK, 


Urges Memorized Sales Talk 


A strong case for the memorized sales 
resentation “to be used on friend and 
be alike” and by both experienced and 
hexperienced insurance salesmen, was 
lade by Wallace Cantwell, vice-presi- 
ent in charge of A. & H. of American 
Hospital & Life, in a sales clinic address 
D St. Louis A. & H. Underwriters 
ssn 


The chief advantages of the memo- 


rized sales talk, he said, are: (1) The 
salesman has a definite track to follow. 
(2) He does not ramble in his sales talk 
or confuse the prospect, and (3) it con- 
serves the time of the salesman and the 
prospect. 


List Tex. Congress Speakers 


John Lambert, Mutual Benefit H.&A., 
Cleveland, president of International 
Assn. of A. & H. Underwriters, will 
headline the speaking program for the 
four sales congresses to be held in 
December by Texas A.&H. Assn. 
Other speakers already selected are 
S. E. McCreless, president of American 
Hospital & Life, San Antonio, and 
Emerson Davis of Dallas, Texas gen- 
eral agent of Inter-Ocean. 

Congresses will be held Dec. 4 at 
San Antonio; Dec. 5, Houston; Dec. 6, 
Dallas, and Dec. 7, Wichita Falls. A 
similar congress will be held at Okla- 
homa City Dec. 8. 


O.K. Standard Provisions in Cal. 


The California department has recom- 
mended for enactment by the 1951 
legislature the new mode] A. & H 
standard provisions law approved by 
N.A.I.C. 

It states, however, that in drafting a 


bill it will correlate the provisions of 
the model stautue with those of the 
California insurance code. 


COMPANIES 


California-Western States 
to Build New Home Office 


California-Western States Life will 
build a new three-story home office 
building in Sacramento at an estimated 
cost of $1% million. The company will 
keep its present 14-story building. The 
new building will be completed before 
the end of 1951. 








Miss Loehrsen Honored 


Miss Adelaide Loehrsen, Guardian 
Life’s oldest woman employe in point of 
service and believed to be the first 
woman ever to be employed by the se- 
lection department of a life company, 
was honored at a dinner on her 40th 
anniversary with the company. 

Edward P. Ruge, retired underwriting 
vice-president, was toastmaster. Prin- 
cipal speaker was Francis X. Reilly, as- 
sistant secretary, who worked with Miss 
Loehrsen for many years. President 


James A McLain presented her with a 
40-year pin, and a gold brooch, the gift 
of fellow members of the 15 Plus Club, 
was presented by Miss Sophie Bulow. 


Introduces New Booklet 


Mutual Trust Life is putting out a 
brochure, “Steps to Business Security,” 
in connection with its newly-created 
business insurance division. Various 
proposals peculiar to corporations, 
partnerships and sole proprietorships 
are included. Illustrations include pur- 
chase agreements, stock retirement and 
trusts, implemented by business insur- 
ance of appropriate types. 


Sells Continental Garage 


Southland Life has sold the Con- 
tinental building garage to Jerome 
Murray, part-owner of the Dupont 
Circle building, for about $1.1 million. 
The six-story garage adjoins the Statler 
hotel at Washington and is widely used 
by hotel customers. It is expected to 
continue as a garage. 


American L. & A. Sale O.K.’d 


Sale of the business of American Life 
& Accident of Jacksonville to Pennsyl- 
vania Life, Health & Accident has been 
approved by the Florida department. 
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There were no payroll deductions for Social Security back in 1875, when The Prudential 
opened its doors. It was to give the working man some degree of security that The Pruden- 


Today, survivors’ benefits under the Social Security laws help a lot. But they still aren't meant 
to provide more than a minimum standard of living for a widow and her family. That's why 
Lelnetvenieibiel prospects welcome Prudential's Temporary Income policy. It's thrifty decreas- 
ing Term insurance designed to provide income for from 15 to 50 years... ideal for supple- 
menting Social Security benefits. 


Recommend the Temporary Income policy to your prospect. 


@ as a family income plan with no basic policy required, 
e as a family income combination using an old or new policy of any company as a 


@ as a cost-cutting mortgage cancellation plan. 


THE PRUDENTIAL INSURANCE COMPANY OF AMERICA 


A mutual life insurance company 


HOME OFFICE 
NEWARK, N. J. 


WESTERN HOME OFFICE 
LOS ANGELES, CALIF. 

















HeNATIONAL UNDERWRITER 


November 10, 194 yovem 








=—— 




























Life Insurance In Force 
Has Doubled in the / 


\ 
\. Last 10 Years! // 
S a OEE ; 


> a 
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Accident & Health 
Premium Income up 509% 
in Past 10 Years 


These records 
can be music 
in your ears, too! 


we're referring to the 
record growth which the 42-year-old Wisconsin National Life has experienced. 
For example: A 500% gain in Accident and Health premium income, and 
over 100% gain in Life Insurance in force over the past 10 years. At the same 
time, assets have more than doubled! 


The records we speak of haven't been set to music... 


If you are looking for a “live” and growing company to team up with—let 
us explain the attractive reasons why the Wisconsin National Life is one of 
the fastest growing companies in the middle west. Write or phone our agency 


director, Wm. J. W. Merritt. 


WISCONSIN NATIONAL LIFE INSURANCE COMPANY 


HOME OFFICE: OSHKOSH, WISCONSIN 


First Legal Reserve Stock Life Insurance Company Incorporated in Wisconsin 
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"the balance 


will decide the matter” 


THOMAS FULLER 
English Philosopher 


In all matters, the making of a sound 
decision calls for the consideration 
of all influencing factors. In 
appraising a life insurance company, 
past achievement, present 
progress and future opportunity 
must be weighed in the balance. 


Such consideration will reveal 
that in every respect Fidelity is 
a well-balanced company. 


The 
FIDELITY MUTUAL 
LIFE INSURANCE COMPANY 


THE PARKWAY AT FAIRMOUNT AVENUE 
PHILADE’ PHIA « PENNSYLVANIA 





Pennsylvania Life, which had been op- 
erating 17 district offices in Florida 
cities, has opened additional offices at 
Panama City, Pensacola, Orlando, Tam- 
pa, Daytona Beach and Jacksonville. 





Continental Pays Extra 


Continental Assurance has declared a 
regular quarterly dividend of 30 cents 
per share and an extra of 30 cents per 
share, both payable Dec. 29 to stock 
of record Dec. 15. 





Boosts Dividend Scale 


Pacific Mutual Life will increase its 
dividend scale for 1951 on policies based 
on 24% and 3% reserve. 


National L. & A. Hobby Fair 


The hobby fair put on by National 
Life & Accident employes at the home 
office drew several thousand visitors. 
Prizes were presented. 








To Vote on Stock Increase 


Stockholders of Equitable Life of 
Washington, D. C., will vote Nov. 21 
on a proposal to increase the capital 
stock above the present $600,000. As- 
sets now exceed $50 million. The com- 
pany expects to reach $300 million busi- 
ness in force this year. 


AGENCY CHANGES 


Mulder Succeeds Bierbaum 
in Mutual Benefit Post 


John J. Mulder, manager for the past 
three years of the Bruce Parsons agency 
of Mutual Benefit Life in Chicago, has 
been appointed general agent at Peoria 
for Mutual Benefit, succeeding Ray- 
mond F. Bierbaum, who has resigned to 











J. J. Mulder R. F. Bierbaum 


give his full time to his real estate 
holdings in Miami Beach. 

The change is effective Dec. 1. 

Mr. Mulder, who is a ‘C.L.U., has had 
charge of all administrative detail in 
connection with the operation of the 
Parsons agency and trained and super- 
vised all men new to the life insurance 
business and all agents using the “anal- 
agraph,” Mutual Benefit’s program- 
charting device. He started in life in- 
surance with the Stotz agency of Mu- 
tual Benefit at Grand Rapids, where he 
was an outstandingly successful per- 
sonal producer for four years. He left 
to go into war work after being turned 
down by the army and navy. 

Mr. Mulder was the first winner of the 
“builder’s trophy,” established in 1949 
by Mutual Benefit for outstanding work 
in agency building. 

Mr. Bierbaum became general agent 
at Peoria in 1947 after serving as gen- 
eral agent in New York City and Brook- 
lyn. He entered life insurance in 1930 
with Union Central in Cincinnati after 
having been a bank teller and in sales 
work with National Cash Register Co. 
In 1937 he went to the Peoria agency 
of Mutual Benefit as supervisor and 
next year joined the Parsons agency in 
Chicago. He became Brooklyn general 
agent in 1941 and moved to New York 
City later the same year. 





Delford M. Neely, formerly with D. 
K. MacDonald & Co., has been ap- 
pointed assistant manager of the group 


and life department of LaBow, Hayne 
Co., Seattle. 
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Fidelity Promotes Flanagg, 
Kenny Succeeds Him at Ly 


John T. Flanagan, Jr., formerly ger, 
eral agent for Fidelity Mutual at [, 
Angeles, has been named co-man 
at Philadelphia with William J. CypJ 
mins, who has been manager indi 
1942. George W. Kenny, Jr., former 
assistant general agent at Los Angel, 
succeeds Mr. Flanagan. : 

Mr. Flanagan joined the compa 
as general agent in St. Paul in 19 
In 1945 he transferred to the hoy 
office as manager of sales promotiy 
and was promoted to assistant maj} Talk?” 
ager of agencies in 1947. Later thylf salesmet 
year, he became Los Angeles genergjf tials an¢ 
agent. He sa 

Mr. Kenny joined the company jf 17 men 
1946 in St. Paul and was appoinig§ $2 millic 
supervisor in 1947. He went to Ipfthe sale 
Angeles in 1948 as supervisor. He jf sales tal 
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Reliance Managers fate 
may be 

7 soft. He 

Meet at Hot Springs}, % 
Reliance Life managers held a fis mick. 
day conference at Hot Springs, Va. Life, Mz 
Home office men present were J, Get. Sta 
Mayer, president; G. G. Lamar, agenclf ay 
: r. sae pis : "Hy Francis 
vice-president; ‘R. C. Kneil, vice-pres Fie 
dent; F. G. Whitbread, underwritig % °° , 
fap : : Seven | 
vice-president; G. L. Langreth, inves “Som 
ment vice-president; J. L. Humphrey Sin rd 


medical director; R. C. O’Connor, assisiff “ oy 
ant vice-president; J. E. Rawles, assis lite _ 
ant superintendent of agencies and @® >4! 
rector of training, and J. G. Ritter, a ie 
sistant actuary. ; aniharal 
A new salary savings program Whciation, 1 
presented together with the first twfbers of t 
of a series of single need sales presentfa dinner. 
tion packages on mortgage redemptig§ social sec 
and special life income policies. a Leaven' 
H meeting’ \ 

an tole ‘ Hcock, in 

To Hold Eastern Meetings ow 1 
Stacy B. Merchant, educational dittf was giver 
tor of Mutual Trust Life, is conductagg 15, when 
a series of meetings with eastern mp sent, Ka 


resentatives at New York City, Not -aglend 
13; Hartford, Nov. 15, and Boston, Ne Meshed 


E s F Bing will 
Delmar Olson, assistant vice-Ptti undertake 
dent, is also attending these meetit§§welfare d 
to explain the company’s new divisii§ bership hi 
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54,000 Letters? NALU Has J ciatio: 








consin Nga 

N.A.L.U. hopes to complete this wei sponsoring 
a monumental clerical and mailing tai kosh voca 
On a one-year trial basis the natiomg*s Instruc 
headquarters is sending out statemei? Tampa— 
of dues to its more than 54,000 meng'sed the 
bers, in 950 different communities. Iti [yen 
hoped that assumption of this forme ie ae 
task of the local secretaries will Mthat the , 
generally time-saving and more with the 
cient in every respect. mittee kn¢ 

For national headquarters, howe] oOpango, 
it meant revising files and_ setting Wat Jackson 
a complete addressing, mailing systt@fon “What’; 
to effect the big job. of the Cen 


— Des Moi 
H. W. Chatfield Promoted 


sachusetts 
of the Wis¢ 
H. W. Chatfield has been promoted i 
assistant manager of the personnel ® .. —— 
partment of John Hancock. He Joie director of 
the company in 1942. Since 1948 he} 
been assistant manager of the ordi 
policy department. 
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Hoosier Companies Move feld forces 
Broup left 


Citizens National Casualty and Giftiona) “a. 
zens National Life will move into "Peirce, yy, 
home office quarters at 12 North De@apolis, pres 
ware street, Indianapolis, about Det. ciation t: 
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NEWS OF LIFE 


Texas Regional Sales 
Congress Held at Austin 


The regional sales congress for the 
Waco, Central Texas and Austin Assn. 


} of Life Underwriters was held at Austin, 


with an attendance of more than 200. 
President Don Richardson of the Austin 


Fassociation welcomed the group and 


Hyrum Strong, Prudential, program 
chairman, introduced the speakers. 

Lee Searcy, Dallas, regional agency 
director of American National, opened 
with the question, “How Is Your Sales 
Talk?” He asked that life insurance 
salesmen strip their sales talk to essen- 
tials and simplify their presentation. 

He said a study of the production of 
17 men of the Dallas area who produced 
g2 million in sales showed that 81% of 


Bithe sales came from use of prepared 


vice-pres 


underwritin 


le 


S present 


> redemptit 


sales talk. He emphasized the impossi- 
bility of learning a separate sales talk 
for each type of policy. Instead, he 
would have the man develop a chassis 
on which he can vary his presentations 
to fit the type of policy in which the 
prospect is interested. 

Commissioner Butler, in answer to a 
question concerning the New York code, 
stated that while the New York code 


H may be too hard the Texas code is too 


soft. He repeated the arguments he had 
given elsewhere for revision of Texas 


i insurance laws. 


Wick W. Fondren, Great Southern 
Life, Madill, Okla., spoke on “How I 
Get Started and Keep Going,” and 
Francis G. Bray, Houston, general agent 
of New England Mutual Life, presented 
“Seven Keys to a Golden Door.” 

“Some Ideas on Selling Life Insur- 
ance,” the closing feature of the seminar, 
was given by C. H. Killen, New York 
Life, San Antonio. 


Latham, N. Y.—Ernest H. Perkins, 
membership chairman of the state asso- 
ciation, presented awards to five mem- 
bers of the Troy-Cohoes association at 
adinner. Edward Hannan of the Troy 
social security office spoke. 

Leavenworth, Kan. — At a breakfast 
meeting with Mike Lonergan, John Han- 
cock, in charge, a review of the book, 
“How I Raised Myself from Failure to 
Success in Selling” by Frank Boettger, 
was given. Ladies night was set for Nov. 
li, when Wylie Craig, Aetna general 
agent, Kansas City, will speak. The pres- 
idents of the bar and medical associa- 
tions will be guests. 

Manhattan, Kan.—The Nov. 11 meet- 
ing will feature a panel in which an 
undertaker, nurse, doctor, banker and 


Sewelfare director will participate. Mem- 


bership has reached a new high of 50. 

Stamford, Conn.—The L.U.T.C. training 
course will be offered with Gerard Mc- 
Cafferty, assistant manager of John 
Hancock, as instructor. 

Oshkosh, Wis.—The Fox River Valley 
association, with A. K. Senderhauf, Wis- 
consin National Life, as chairman, is 
sponsoring L.U.T.C. classes at the Osh- 


®kosh vocational school, with E. H. Metz 


as instructor. 

Tampa—F lorida Commissioner Larson 
urged the agents to present recom- 
mendations for new insurance laws to 


@*n interim committee of the state legis- 


ies will } 


Ss, 


more é 


howevd 
setting 


lature, now in operation. He also asked 
that the agents, if they were satisfied 
with the present laws, to let the com- 
mittee know that, too. 

Orlando, Fla.—Jack Knight, manager 
at Jacksonville for Union Central, spoke 
“What's It All About?” at the meeting 
of the Central Florida association. 

_Des Moines—A. Jack Nussbaum, Mas- 
sachusetts Mutual, Milwaukee, president 
“ the Wisconsin association and N.A.L.U. 
Tustee, will speak on “Writ 
Own Ticket.” . oe 
St. Louis—Mrs. Marion Stevens Eberly, 
director of the women’s division of In- 
Stitute of Life Insurance, told the wom- 
‘ns division of the work she is carry- 
ing on, 

Richmond, Ind.—The life insurance 
feld forces of the country are the only 


qmeOup left that is trying to sell tradi- 


tional American self-reliance, H. J. 


. d Peirce, Massachusetts Mutual, Indian- 
‘polis, president ef the Indiana State as- 


Sociation told members. 





ASSOCIATIONS 


Chattanooga—Lester A. Rosen, Mem- 
phis, spoke and presented three C.L.U. 
certificates. Harvey E. Bearden, presi- 
dent, presented a life membership certi- 
ficate in Women’s Quarter Million Dollar 
Round Table to Mrs. Emma McConnell, 
Volunteer State Life. 

Pontiac, Mich.—Robert Wilkinson has 
been chosen president. Vice-president is 
Max Wilson; secretary, Robert L. Phil- 
lips; treasurer, Frank Antrobus. The 
L.U.T.C. course is to be given with Rob- 
ert Zimmerman as instructor. 

Milwaukee—Paul Quillin, Mutual Ben- 
efit Life, will instruct Part I of the 
L.U.T.C. course, in which 30 agents have 
enrolled. Alfred Korbel, Central Life of 
Iowa, will be instructor of Part II 
classes, beginning Nov. 14, with about 20 
already enrolled. 

Owing to the Thanksgiving holiday, 
the luncheon-meeting was postponed to 
Nov. 29. Hal L. Nutt, director of the 
institute course, will speak on ‘“Man- 
aging Your Confusion.” 

Seanttle—Howard Ries, president of the 
Washington state association was the 
speaker. He has been touring the state, 
speaking to all the local associations. A 
panel was also presented by three mem- 
bers of the Beneficial Life agency in 
Seattle. 
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Indianapolis—Albert O. Payton, vice- 
president Western & Southern, said too 
many sales talks are like heavily padded 
boxing gloves—they soften the blow too 
much. He urged a direct approach to the 
problem to be spotlighted. 

Columbus, 0.—H. P. Winter, assistant 
vice president of Union Central, will 
speak Feb. 17. 

Pittsburgh—Robert C. Holland, New 
York Life, New York City, will speak on 
“Let’s Sell Life Insurance” at the Nov. 
16 meeting. 


LAKELAND—tThe board of direc- 
tors of the Florida C.L.U. chapter 
voted to recommend a regional vice- 
president organization, with headquar- 
ters for three zones in Miami, Tampa 
and Jacksonville. The plan includes 
holding quarterly meetings. President 
Philip A. Hoche awarded certificates of 
appreciation to past presidents. 


Selection Men Have Clinic 


A round table discussion of clinic 
cases with each company represented 
submitting unusual risks constituted the 
November dinner meeting of Chicago 
Home Office Life Underwriters Assn. 
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The purpose was to give a broad per- 
spective to all members, which in turn 
would enable more people to get in- 
surance, particularly the “border-line 
cases,” and aid agents in placing their 
risks. 

The next meeting is scheduled for 
Dec. 8 and will feature Lester Johnson, 
vice-president and agency director of 
Central Life of Illinois, who will dis- 
cuss “The Relationship Between the 
Field Underwriter and the Home Office 
Underwriter.” 


Open Springfield L.U.T.C. 


Springfield (Ill.) Assn. of Life Under- 
writers has organized an L.U.T.C. 
course with 23 enrolled for the first 
year. The instructor is Earl Cameron. 
Chairman is Millard F. Bingham, gen- 
eral agent for Mutual Benefit Life at 
Springfield. 


Buys Site for Addition 

MADISON, WIS.—National Guard- 
ian Life has purchased a residential 
property to the east of the present home 
office building which adds another 100 
feet to the 100-foot footage now occu- 
pied. The property will permit National 
Guardian to erect an addition, which 
may be built within a year or so. 
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Companies Start 
Swing to Suburban 
Agency Thinking 


That the city, as far as its residents 
are concerned, is moving to the suburbs 
and beyond was revealed by the 1950 
business-wise, 


census. Its implications, 
are now giving impetus to a trend 
among insurance companies which 


started in a very small way well before 
the census. 

Shortly, one of the major companies 
in the New York area will establish 
new agencies at Jackson Heights, White 
Plains, N. Y., and Paterson, N. J. It 
will move personnel into them from 


existing offices in Manhattan. 
There are great potentialities of in- 
following 


surance department stores 
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Liberal First Year 
Commissions. 


Vested Renewals 
Unsurpassed. 


Bonus on 
Quality Business. 


Personalized 
Home Office Service. 


Attractive Retirement 
Plan. 


| Openings in Virginia, West Virginia, 

| North Carolina, South Carolina, 

. Tennessee and Alabama. For information write: 
_E, DUDLEY COLHOUN, Director of Agencies. 


_AGRATMAL UNDERWRITER 
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into the lucrative suburban field, which 
are virtually untapped, according to 
agency executives who are coming 
around to this point of view. They point 
to the growth of New York’s suburbs: 

Westchester county, 573,558 in 1940, 
622,983 in 1950; Queens, increased 250,- 
000 in the same period, now standing 
at 1,546,294. 


Other Cities Spreading Out 


Other cities are spreading out, too. 
There is the entire San Mateo county 
area, south of San Francisco; Beverly 
Hills or Long Beach, to cite only two, 
outside of Los Angeles; the north shore 
and western suburban area of Chicago; 
Arlington, Va., or Silver Springs, Md., 
adjoining W ashington. 

As against the idea that personnel 
from city agencies can make their ap- 
pointments at the suburbanites’ offices 
or hop a cab themselves to the suburbs, 
those on the other side say that an 
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agent who lives and works in the locale 
becomes a part of the community, is 
better known and hence far more likely 
to attract business. Furthermore, rents 
are cheaper and possibly secretarial help 
will be more economical. 

Another point, swinging companies 
toward suburbia is the type of ‘business 
there. A number of agencies have com- 
plained in recent months the small fam- 
ily business is not the good field it 
once was; there is more sales resistance 
on the part of the average buyer, beset 
with increased taxation, fears of what 
will happen to his business under re- 
armament, perhaps fears that he him- 
self will be drafted. The agent who is 
virtually a neighbor of these home 
owners, it is reasoned, will have a far 
easier job to break through resistance. 


Examples of Present Thinking 


Here are some more examples of 
present thinking: 
U. S. Life: Very much interested in 


new agencies in suburban areas. Think- 
ing of Long Island, Westchester, and 
Northern New Jersey, as prime sales 
areas. 

Mutual Life: Of five new agencies 
established in Los Angeles county this 
year, three were in outlying locations, 
Pasadena, Long Beach and _ Beverly 
Hills. A sixth was opened at Fresno. 

National Life & Accident: The park- 
ing problem is one reason why this 
company has sought suburban space. 
The policy has been in cities where 
there is more than one agency to have 
some established in the suburbs. Also 
the company has erected its own build- 
ings, generally is satisfied with avail- 
able rentals. 

Manhattan: Though not aiming its 
thinking directly at suburbs, it is in- 
creasingly pleased with the results from 
small town business. Part of the under- 
lying reasoning is that four agencies 
can be established in smaller communi- 
ties for the price of one in a large 
metropolis—and the risk of one agency 


not being successful is that much 
divided. 
Aetna Has Sub-Agents 


Aetna: Follows the general agency 
principle, of which it has 82. Recent 
one was established at Fresno, Cal. 
Sub-agencies (for example, the one at 
Reading, Pa.) are established at the 
discretion of general agents in the large 
cities. 

Liberty National Life of Birmingham: 
Has come to much the same conclusions 
as National Life & Accident. Currently 
has built or is ‘building district offices in 
the suburbs of Birmingham, and Anda- 
lusia, Dothan and Mobile, Ala.; also 
Memphis and Atlanta. It reports that 
the price of downtown real estate gen- 
erally is prohibitive and it is cheaper 
to build their own structures in out- 
lying areas. 

Life of Georgia: Has moved a num- 
ber of offices into suburban areas and 
plans to move as many more as prac- 
tical just as fast as existing leases ex- 
pire, suitable space becomes available, 
etc. 


Sees Trend Out of Cities 


Indianapolis Life: General agent at 
Corpus Christi, among a few others, 
has moved to an outlying area. This 
company believes the trend is in the 
suburban direction, although it cites 
the difficulty in some suburbs of finding 
suitable office buildings. 

Prudential: Though not as impressed 
with suburban agency thinking as 
others, has important agencies in White 
Plains and Jamaica, for example, and 
the Newark office maintains a branch in 
Paterson. 

Travelers: Reports an “aggressive” 
program of agency building toward the 
goal of being represented in every 
worthwhile community. It is  antici- 
pated that this company’s thinking on 
the subject of suburban areas will be 
made known the first of the year when 
it assesses the results of 1950’s_ ex- 
pansions. 
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Indiana Assn. Aroused 
Over State Medical 
Society's Proposed Policy 


INDIANAPOLIS — Leaders in the! 
Indiana Life Underwriters Assn, ate 
putting on a vigorous fight againg fp 
a retirement plan which Jefferson Ng. 
tional Life is proposing to write fy 
the Indiana Medical Society. It promise 
to be the hottest subject at the Noy, 
17 midyear meeting of the state lif 
underwriters association. 

In view of the protests, the president 
of the medical society is said to haye 
agreed to stop further promotion of 
the plan until the society’s SOverning 
committee has had a meeting on the 
matter. 

One point brought up by the agg. 


ciation was whether the designations 
“savings bond” and “deposits” coylj 
properly be used. Assistant Attorney. 


general Watson, however, handed down 
an opinion giving them a green light 


Not a Group Case 


The program is not an actual grow 
plan, since each applicant would hay 
to be individually underwritten by the 
company. 

The first move in the original negotia- 
tions came from the medical society, 
Early this year it wrote more than 10 
home offices saying it would like to 
devise some mass coverage plan for its 
members. Jefferson National was one 
of about 18 companies that submitted 
plans. 


———— 


Gamble Retiring as Memphis 
General Agent of Hancock 


Robert M. Gamble, general agent for 
John Hancock Mutual at Memphis, will 
be retired by the company on Dec. 1 u- 
der its general agents’ retirement plan, 
He expects to devote his time to estate 
planning and conservation. He has been 
named general agent emeritus. His su. 
cessor has not been appointed. 

Mr. Gamble entered John Hancock 
in Memphis and the tri-state ter. 
ritory 23 years ago. Previously he had 
been general agent in Little Rock for 
Pan-American Life for 12 years. He 
served as president of the Memphis Life 
Underwriters Assn. in 1921-22. 

Following college, he went to Panama 
as a government quartermaster during 
the building of the canal. 





Name Wellman and Reagan 


Commonwealth Life has named Gil 
bert J. Wellman manager at Lima, O., to 
succeed Harold L. Reagan who becomes 
manager at Sidney, O. 

Mr. Wellman joined the company in 








H. L. Reagan 


G. J. Wellman 


Lima in 1946. He is a navy veteran. 

Mr. Reagan joined the company if 
1934 in Lima and was named manage 
there in 1942. 





Fete Cedarstrom, Miss Browne 


M. B. Cedarstrom, vice-president and 
secretary, and Ruth J. Browne, exect 
tive assistant, of the American Service 
Bureau were honored on their 30th anni- 
versaries with the American Service 
Bureau at a joint meeting of the staffs 
of the bureau and the American Life 
Convention. On behalf of the bureat 
Vice-President R. R. MacKenzie pre: 
sented gifts to them, in the absence 0 
President Lee N. Parker. 
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New York Committee Calls for Insurers’ 
Cooperation in Solving Problems of Aged 


4 major effort by insurance com- 
anies writing life, A. & H. and hos- 
sitalization, and by Blue Cross and Blue 
Shield plans, to satisfy the needs for 
coverage of aged persons is called for 
i. the 1950 report of the New York 
state joint legislative committee on 
problems of the aging. 
The committee, headed by Sen. 
Thomas C. Desmond, Republican of 
Newburgh, N. Y., called for experiments 
jeading to the development of contracts 
that will provide wider services, partic- 
ylarly in diagnosis, and to provide older 
yersons With an opportunity to insure 
themselves. . ; 
The committee, with the cooperation 
oi the insurance department, surveyed 
the practices of 71 companies licensed 
in the state to determine how their 
practices affected the older population. 
Itreports: “1. Nearly half the companies 
will not issue a health insurance policy 
to anyone over 55; most of the rest 
had 60 as the top age. 2. More than 
half the companies refused to sell hos- 
yitalization coverage to persons over 60. 
3 Most companies will not sell accident 
disability policies to those over 65. 
4 Most companies will not write acci- 
jent and sickness policies for persons 
over 55. 5. Highest age at which life 
insurance is generally sold is 65, but 
youre lucky to be able to buy it after 
age 50, due to physical qualifications 
that must be met.” 


Situation Darker Than It Looks 


The report says that group health 
insurance doesn’t exclude persons of 
any age working in a covered concern 
but that it is automatically cancelled 
when the employe quits or retires. 
Group life, it says, provides a conver- 
son right upon retiring or leaving a 
frm, but the premiums at higher ages 
are almost prohibitive. 

“We have reason to believe that the 
situation is even darker for the elderly 
than the survey shows, because many 
companies impose lower age limits than 
their written regulations indicate,” the 
report says. 

“Our findings demonstrate,” the com- 
mittee reported, “that the elderly, who 
ned insurance most, cannot now 
buy it.” 

The 22% of the population over 50 
years old, and their families, are vitally 
concerned about the age limit imposed 
by the insurance concerns, the report 
asserts, adding that the problem has 
been neglected and will become of 
greater importance because of increas- 
ing longevity. 

“Health, hospitalization and accident 
coverage are suspended at the time 
when it is needed most, in old age, 
when medical care requirements reach 
a peak, but earning power sinks to a 
low ebb or vanishes,” the report points 
ut. “The survey raises a host of vital 
uestions for advocates of both volun- 
ary and compulsory insurance. Does 
ither system intend to provide cover- 
ge for the elderly; or will it continue 
0 leave them out in the cold? If old- 
sters are to be covered, will insurance 
tots for younger persons become 
ttushingly high? Is it possible to pro- 
ide some compromise solution, with 
private companies either pooling their 
oorer risks as in workmen’s compen- 
sation, or receiving a rebate from gov- 
ment for covering older persons? 
These are issues which must be met.” 
Taxpayers have a decided stake in 
1@ issue, the report says, because the 
sults of long illnesses among the aged 
itow all expenses on the taxpayer. 





fontains Survey Statistics 


The report includes several pages of 
ables based upon the survey. These 
ables include listings of the maximum 
ge issue for various A. & H., hospitali- 
ation, and life policies, cancellation 
ges, breakdown by different age groups 
‘life insurance issues, and the cost of 
le msurance at different ages. 

‘Insurance companies have an obli- 





gation that goes far beyond seeking to 
develop contracts that will meet the 
needs of older persons for life, A. & H. 
and hospitalization insurance, although 
this is tremendously important in it- 
self,” the report says. 

“Insurance companies have an enor- 
mous opportunity to provide leadership 
in a nationwide campaign directed to 
our older citizens. They have the fi- 
nances, the know-how and the direct 
interest so they can effectively reach 
our older persons with health guidance 
material so sadly lacking today. 


Pre-Retirement Counselling 


“Insurance companies have a direct 
stake in attempting to organize pre- 
retirement counselling programs in in- 
dustry, as part of a ‘packaged’ pension 
plan which they could offer to industry. 
One of the largest manufacturing con- 
cerns in this country, with one of the 
largest pension systems ever purchased 
from an insurance company, informed 
our committee: ‘You would think the 
insurance companies would get busy 
and save industry from the ill-will now 
developing because older workers sim- 
ply are unprepared for compulsory re- 
tirement called for by the pension 
plans.” 

The committee said it believed that 
insurers have the responsibility of ini- 
tiating, with the aid of government, 
industry and labor, a plan for prevent- 
ing plans from restricting the job op- 
portunities of older workers. It said 
that placement workers all over the 
state had informed it that it is prac- 
tically impossible to place older work- 
ers in companies that have pension 
plans. The ill-will which such a policy 
brings forth against private enterprise 
is too powerful to be ignored, the re- 
port continues, adding: “Age barriers 
against employment of older workers 
must be reduced and in this campaign 
the insurance companies must play a 
major role. Too many of our older per- 
sons are being thrust onto relief and 
old age assistance or are having their 
spirits sag to new lows because pension 
plans are believed to be keeping them 
from. productivity. The help of insur- 
ance companies is going to be needed 
if this problem is to be solved.” 





Buffalo Managers Meet 


Joseph B. Ruwoldt, Columbian Na- 
tional Life, was installed as president of 
the Buffalo Life Managers Assn. A 
round table discussion on the selection 
of agents was conducted by C. C. Brown- 
ing, New York Life, retired president, 
and Allen O’Donnell, Equitable of Iowa. 





To Discuss War Clauses 


Actuarial developments dealing with 
war clauses will be one of the topics on 
the program for the annual meeting of 
the Actuaries Club of the Southwest 
which will meet at the Stoneleigh ho- 
tel, Dallas, Nov. 24-25. Other topics for 
the two-day meeting are: The new an- 
nual statement blank, mortality research 
on punched cards and the method of ob- 
taining gain and loss exhibit items. 





Carr Brokerage Manager 


Clarence H. Carr has been appointed 
brokerage manager of the Walton agency 
of American National in Philadelphia. 
He resigned as manager of agencies of 
Girard Life, which was recently moved 
to Dallas. Previously he had been agent, 
assistant manager, general agent for the 
Fidelity Mutual, Prudential, Bankers 
Life of Iowa and Columbian National. 


He is a C.L.U. 


Amer. United Names Luckey 


American United Life has appointed 
Gaynor D. Luckey, formerly assistant 
district manager at Mt. Washington, 
Ky., as district manager there. 
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Peoria Sales Congress Features 
Leaders of Varied Backgrounds 


William D. Davidson, Equitable So- 
ciety, Chicago, described for the an- 
nual round table of the Peoria Assn. 
of Life Underwriters some of the 
practices which have earned him life 
membership in the Million Dollar 
Round Table. Mr. Davidson said that 
he conducts 80% of his interviews in 
his own office. Even while the life in- 
surance proposals may seem simple to 
the life insurance agent, they are al- 
most always baffling to the client and 
every care must be taken to make 
presentation in an atmosphere where 
there will not be continual interruptions. 
He indicated that it surprised him at 
first how easy it is for the agent to get 
people to come to his office. 

Mr. Davidson opens most of his dis- 
cussions by going over his own insur- 
ance plan. He feels that he can express 
more forcefully why the various pro- 
visions were made than if a hypothetical 
example were used. He has himself 
more than $150,000 worth of insurance 
and he talks to few people who have 
a more substantial amount than this. He 


finds it harder for clients to protest 
about how little insurance they can 
maintain after the agent shows them 
what he is doing. Mr. Davidson’s plan 
is set up in the form of a summary 
which he gives to each client after com- 
pleting the plan. 


Uses Institute Questionnaire 


In the case of substantial individuals 
where an estate planning job is in order, 
Mr. Davidson uses the questionnaire 
compiled by Research Institute of 
America. Whereas the main purpose of 
this questionnaire is to get informa- 
tion, it is an excellent way to arouse 
interest and generate complete discus- 
sion about a situation. As a means of 
establishing additional confidence on the 
part of a substantial individual, Mr. 
Davidson and some of his colleagues 
retain one of the outstanding tax at- 
torneys in Chicago to whom they refer 
on legal and tax questions. 

The speaker indicated that he uses 
a personal introduction or letter of 
recommendation from a former asso- 
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ciate of the client wherever possible. He 
also shows letters of endorsement from 
substantial business men im the com- 
munity which he has his prospect read 
in the early stages of the first in- 
terview. 

He always makes it a practice to sit 
down with each individual after all of 
the work on the insurance program has 
been completed, to go over in detail 
what the situation was ‘before the job 
was started and what the situation is 
upon completion. 

Mr. Davidson emphasizes how money 
passed on to beneficiaries by life insur- 
ance agreement can save a great deal in 
the various transfer costs involved with 
other property. 


High Standards Agents’ Problem 


James J. Raidy, director of agencies 
of American National at St. Louis, de- 
clared at the sales congress that re- 
sponsibility for maintaining the high 
standard of the profession of the life 
insurance agents must be borne by 
agents of all types. He said that sell- 
ing in today’s market requires scientific 
methods whether the agent is working 
on a $100,000 case or on a $4,500 mort- 
gage protection plan. He termed those 
in the business as too inclined to think 
of up-to-date selling techniques as ap- 
plying only to involved programs, es- 
tate analysis and business insurance. 
He brought out that there are a large 
number of life insurance buyers for 
whom programming is not practical, 
who are entitled to the services of a 
trained and competent life insurance 
man. There are many instances where 
package selling is the logical approach 
to use and it is the social responsi- 
bility of the business to reach every 
level of life insurance needs, according 
to Mr. Raidy. 

C. L. O’Quinn, Aetna Life, Laurel, 
Miss., recounted in unaffected, straight- 
forward fashion the details of his suc- 
cessful career from the time in 1936 
when he and his wife decided that he 
needed to adopt a new course and be- 
come a life insurance agent if they 
were to have the things they wanted 
out of life. This was at the age of 45 
and in the interim Mr. O’Quinn has 
been able to raise his income from 
$3,000 a year and with a number of 
debts at the age of 45, to $16,263 in 
1949, a new home and real estate worth 
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$33,550, furniture and clothing wor, 
$7,433, a $2,252 automobile, $193. 
worth of life insurance and, importantly 
estimated deferred renewals of $195, 
In the interim, Mr. O’Quinn has bees 
able to send a daughter through College 
a feat which he had not expected to 
able to do back in 1936. He has aly 
been able to establish a retirement play 
that will mean approximately $335 
month for him at age 65. 

According to the speaker, he has di. 
covered that not only is he in a fing. 
cially rewarding occupation, tbut he 
in one that offers the greatest oppo. 
tunity for public service. 





Agent Successtul 


in Sales to 
Clientele Over 60 


_ One of the members of Louis \ 
Sechtman’s general agency in New Yor 
for Aetna Life has come up with a reply 
to the questions he gets when soliciting 
business from men over 60. This pa. 
ticular gentleman, who is _ himself jy 
that general age category, confing 
most of his efforts in these age bracket 

“Tt would be foolish to buy at my 
age, the premiums would be too high’ 
is the usual comeback when this agen 
opens conversation with a_ prospective 
customer, 

Not at all, the agent says, they ar 

really the same as though you were 14 
At that, the client gapes incredulousk, 
After a pause the agent explains th 
well-known actuarial fact that of cours 
the premiums are higher, but only be 
cause he has saved himself the years ¢ 
payments which he would have had to 
make had he started in his ’teens. 
_ The point is convincing, apparently, 
for the agent is reported as having a 
outstanding sales record among olde 
men. 





Buy What the Experts Buy 


A sales technique being used by on 
producer to sell cash value coverag 
instead of term. is a variation of th 
method of suggesting that the prospec 
buy what the experts buy. By analog, 
he says, some people are curious abort 
what medicine a doctor takes whe 
he is ill. He said that what he dos 
with his prospects is suggest that the 
buy what the life insurance men by 
for their own programs. They dott 
buy term, he says; they buy some othe 
policy, naming the type he is trying 
to sell. Then he has an opening to 9 
on and explain why the prospect ougit 
to buy the type policy he wants 
sell to cover the need. Sometimes kt 
may be trying to sell term instead 
juvenile. The argument can be worktl 
any way to influence the prospect 1 


wants. 


Miracle Drugs Cut Death 
Rate in Pneumonia 70%, 


Among industrial policyholders ¢ 
Metropolitan Life, the so-called mirack 
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drugs have caused the death rate fo 
pneumonia to fall from about 68 pt 
100,000 for the period of 1935-1937, t 
33 for 1940-1942, and to 20 for 19" 
1949. 

The first major decline came sof 
after the introduction of sulfa therapl 
in 1936. Further decline occurred # 
penicillin became available for civilis 
use toward the end of the last wi 
and as aureomycin began to be used 9 
a large scale in the last year or twi 
Now terramycin appears likely to brit 
further success against pneumonia. 
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Life People More Dubious 
About Companies’ Ability 
to Supply NSLI Substitute 


WASHINGTON—Life insurance 
people have about reached the conclusion 
that it will not be practicable for the 
industry to provide for servicemen’s 
coverage in lieu of the National Service 
life system. : ; 

Industry representatives are preparing 
to testify at hearings expected before the 
House veterans’ affairs committee on 
NSLI and various. substitute proposals. 
What position the industry will take has 
not been announced, but it is reported 
opposed to indefinite continuation of 
NSLI. . ; 

A suggestion reported being circulated 
asa possible basis for NSLI substitute is 
that companies pool and issue a group 
policy to the armed services at a flat 
premium rate for servicemen. Under it, 
the proposal is that companies would be 
reimbursed for losses representing the 
difference between what mortality ex- 
perience should have been normally in 
that particular group of people and what 
itactually was. This would take care of 
extra hazards of military service and 
war mortality. 


Could Pick Own Company 


Under this plan the serviceman could 
pick his own company and continue with 
it if he chose after leaving the service. 

While it looks like a fine idea to some 
insurance observers here, leading repre- 
sentatives of the life industry doubt the 
practicability of the industry taking over 
the job, in any form, of protecting serv- 
icemen, since the problems involved have 
been worked on for many months. At 
the same time, life representatives re- 
portedly oppose any gratuitous program 
for fear it would be extended over the 
post-service period. 





: ° 

Sam Davis Agency Up 54% 
The Sam P. Davis agency of 
Phoenix Mutual Life in New York City 
wrote $5,193,413 of business in the first 
nine months, up 54%. This is exclusive 
of single premium and surplus busi- 
nes. 





Names Five Texas Managers 


International Fidelity of Texas has 
appointed as managers in Texas Ira A. 
Campsey, Wichita Falls; J. J. Fain, 
Dallas; Alton L. Moran, Ft. Worth; 
Fay E. Morisseau, Houston, and James 
R. Steadman, Beaumont. 


Fort Wayne C.L.U. Elects 


The Fort Wayne (Ind.) ‘C.L.U. chap- 
ter has elected John E. Dyer, John 
Hancock, president; George Carey, 
Northwestern Mutual, vice-president, 
aid Robert Rupp, Brotherhood Mutual 
Life, secretary. Howard Mead is the 
retiring president. 


Todd Agency Record Month 


The Todd agency of Northwestern 
Mutual in Chicago completed a produc- 
ton month in October in which over 
§1 million was written.. This set an all- 
time high for the agency with a volume 
20% greater than in any previous month 
to lead the company. The agency ex- 
pects to conclude the year with almost 
4$8 million annual volume. 
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PHILLIP J. NOEL, 75, Bowling 
ureen, Ky., manager for Kentcky Cen- 


tral Life & Accident, died in his office of 
F cerebral hemorrhage. 


c He had been 
mith the company 47 years. He was a 
panish-American war veteran, and was 
Iieated for the gubernatorial nomina- 
‘on on the Democratic ticket in 1910. 








Early next year International 
idelity of Texas will hold an agency 
Mvention in Mexico City. About 50 
tld men and their wives are expected 
ad will fly there in a chartered plane. 





Convention Dates 

Nov. 13-17, L.I.A.M.A., annual, Edge- 
water Beach hotel, Chicago. 

Dec. 5-6, Assn. of Life Insurance Coun- 
sel, annual, Roosevelt hotel, New York 
City. 

Dec. 6-7, Life 
America, annual, 
York City. 

Dec. 8, Institute of Life Insurance, an- 
nual, Roosevelt hotel, New York City. 

Dec. 10-15, National Assn. of Insur- 
ance Commissioners, winter meeting, 
Biltmore hotel, Los Angeles. 


Feb. 6-7, Health & Accident Under- 
writers Conference, annual group meet- 


of 
New 


Insurance’ Assn. 
Roosevelt hotel, 


ing, Drake hotel, Chicago. 
March 19-21, L.I.A.M.A. small com- 
panies spring conference, Edgewater 


Beach hotel, Chicago. 

March 29-30, Society of Actuaries, 
eastern spring meeting, Hotel Commo- 
dore, New York City. 

April 3-7, National Assn. of Life Un- 
derwriters, midyear, Hotel Radisson, 
Minneapolis. 

April 9-10, L.I.A.M.A. A. & H. spring 
seminar, Drake hotel, Chicago. 

April 9-11, Home Office Life Under- 
writers Assn., annual, Greenbrier hotel, 
White Sulphur Springs, W. Va. 

May 14-16, Health & Accident Under- 
writers Conference, annual, Book-Cadil- 
lac Hotel, Detroit. 

May 14-16 Insurance Accounting & 
Statistical Assn., Palmer House, Chicago. 

May 21-22, Assn. of Life Insurance 
Counsel, spring meeting, the Homestead, 
Hot Springs, Va. 

May 21-22, Life Office Management 
Assn. spring conference, Mayflower hotel, 
Washington, D. C. 

May 22-23, Society of Actuaries, west- 
ern spring meeting, Cosmopolitan hotel, 
Denver. 

May 29-31, Canadian Life Insurance 
Officers Assn., annual, including life 
agency officers section, insurance adver- 
tising section, Royal Alexandra hotel, 


Winnipeg. 
June, National Assn. of Insurance 
Commissioners, annual, New Ocean 


House, Swampscott, Mass. 


June 14-16, Life Insurers Conference, 
annual, Greenbrier hotel, White Sulphur 
Springs, W. Va. 

June 18-19, Life Officers Investment 
Seminar sponsored by the Financial Sec- 
tion of American Life Convention, Be- 
loit College, Beloit, Wis. 


Bird-Proof Building 


Security Mutual Life of Binghamton 
recently had the exterior of its home 
office building steam-cleaned and “bird- 
proofed” by a new electronic process. 











Clarify Pension Article 


In an article in the Sept. 29 issue 
headed “Group Annuity Rise Continues 
in Spite of Inflation Fear,” the state- 
ment was made that “banks have a 
major portion of the nation’s pensions.” 
What was meant was a major portion 
of persons covered and not the number 
of plans. 





Los Angeles Cashiers Elect 


Life Agency Cashiers Assn. of Los 
Angeles has elected these officers: Pres- 
dent, Ruth Haine, Northern Life; vice- 
president, Joe Melbourne, Reliance Life; 
secretary, Ed Martinelle, Franklin Life; 
Spa Lloyd Jacques, Manufacturers 
Life. 





Sign First National Contract 


The first national contract of Health 
Service, Inc., national enrollment and 
service agency of Blue Cross, has been 
signed. It gives uniform Blue Cross 
coverage to 2,000 persons, including 800 
employes of United Press and their de- 
pendents. 

A total of 50 Blue Cross plans in 42 


states were involved in the arrange- 
ments. United Press is contributing to 
the cost. 





The Houston agency for Reliance 
Lift leads the company for the first 
three quarters in 1950 in a race for the 
annual president’s cup. Production for 
the year to date is 80% higher than 
for the same period in 1949. 





The 
Herman 


Fort Worth managers heard 
Heath, Farmers & Bankers 


Life, and George C. Mcllhern, 
National Life. 


United Home Life Expands 


United Home Life has entered IIli- 





nois. The company also operates in 
Indiana and Michigan. It was organ- 
ized in 1948. 


Map Board of 1 Trade Dinner 


Charles A. Collin of Phoenix of Hart- 
ford has been named chairman and 
William A. Waters of Hall & Henshaw 
vice-chairman of the committee for the 
annual luncheon Dec. 6 at Hotel Com- 
modore, New York, of the insurance 
section of New York Board of Trade. 





Northwestern Mutual participated with 
10 banks in a $15 million loan and an 
additional revolving credit of $3 million 
made to Brown-Forman Distillers Corp. 


Part I of L.U.T.C. will again be of- 
fered in Richmond, Va. Bernie Haught, 
general agent for Liberty Life, is in 
charge. 





Seattle Life Managers Assn. heard 
Ray C. Lessard, manager for Metropoli- 
tan Life there, speak on the first three 
months of training and supervision of 
the new agent. 


Great Nat'l L. & A. to Vote 


on Stock Split 
to Up Capital 33'44% 


National Life & Accident stockholders 
will vote at a special meeting Nov. 24 
on a recommendation of the directors to 
increase the capital from $15 million 
to $20 million by a stock dividend. If 
declared, it will be distributed Dec. 20 
to stock of record Dec. 11. It would be 
at the rate of one share for each three 
shares outstanding. 

The directors also declared a cash 
dividend of 1624 cents a share on present 
stock, payable Dec. 1 to stock of record 
Nov. 17. After the stock dividend dis- 
tribution it is contemplated that the old 
quarterly dividend rate of 12% cents a 
share will be reverted to. 





Ill. Bankers Names Drake 


D. Drake has named 
for Illinois at 


been 
Bankers 


Dorman 
general agent 
Salina, Kan. 

W. Campbell Goode has been pro- 
moted to assistant manager of the St. 
Louis ordinary agency of Prudential. 





Practical Programming Pays 


Great improvements in the technique of programming life 
insurance estates have been made in recent years. Utilizing 
the most advanced thinking on this subject the Reliance has 
developed a practical method of programming that puts the 
emphasis on selling rather than tedious detail work. 

The new Reliance Programmed Protection Service is a 
well organized procedure that places the agent’s contacts 
with clients on a professional basis. Neither time nor ex- 
pense has been spared in the preparation of this Service. 
It includes complete training material, an impressive de- 
monstration kit and supplies of high grade presentation 


forms. 


Hundreds of Reliance representatives report that with 
this new Service their sales per interviews have increased 
and the average policy sold has more than doubled in amount. 

Yes, this modern merchandising idea is paying off for 
Reliance salesmen. The Company will be glad to furnish 
you information about its programming service. 


RELIANCE LIFE 


INSURANCE COMPANY OF PITTSBURGH 


‘Reliance programming 
methods are practical 


ind profitable.’ 





Operating in 25 states. Writes 
all modern forms of life in- 
surance including par and non 
par. Also accident and sick- 
ness insurance. 
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Neprud Lutheran 
Brotherhood V.-P. 


Lutheran Brotherhood has advanced 
N. K. Neprud to a vice-presidency. He 
has been superin- 
tendent of agencies 
since 1924. 

When Mr. 
prud joined the 
Brotherhood in 
1924 it had $319,- 
000 in assets and 
$5,310,000 insur- 
ance in force. It 
now has assets of 
$50 million and 
$310 million insur- 
ance in force. 

The appointment 


Ne- 










N. K. Neprud was made at a 
board meeting at 


Columbus, O., in connection with cere- 
monies marking the 100th anniversary 
of Capital University, at which the 


muy 


Pay Boost Y 


PER SALE 


A selected class of veterans and 
beginners increased their earnings 
$7.50 PER SALE the first two months 
of the CAREER BUILDERS TRAINING 
PROGRAM sponsored by FIDELITY 
LIFE. $7.50 was the average, some 
did far better. This carefully plan- 
ned program is being broadened. 


Could this be your personal a 
vancement opportunity of 195 
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Number of District Manager 
Territories Now Open 
Complete line of participating life insur- 
ance plans (many specials), with Accident, 
Hospital and Disability riders. Unusual 
Juvenile plans from birth. Standard, Sub- 
standard business. Field-tested, award- 
winning sales aids, prestige builders. Direct 

help in field. Agent's pension plan. 


Replies held confidential - - write 


FIDELITY LIFE 


Meatiatian \ 


HUAN NW Pedtsa starrer 


ZW 


Brotherhood awarded the first of 24 an- for 10, 15, 20 and 25 years, the minimum the policy provisions, but not less thay 


nual scholarships offered to students in 
24 Lutheran colleges over the United 
States. 

Mr. Neprud was born at Coon Valley, 
Wis., near La Crosse. Before joining 
Lutheran Brotherhood he was with New 
York Life and Northwestern Mutual at 
Eau Claire, Wis. He has been a trustee 
of Minneapolis Assn. of Life Under- 
writers and the board of charities of the 
Evangelical Lutheran Church. He is 
also a past president of National Assn. 
of Fraternal Field Managers. 





Protected Home Circle has reduced 
its rates for the family income rider. 





POLICIES 





Summarize Recent 
Policy Changes 


Acacia is now accepting substandard 
risks at ages 0 to 65. 

Churchmembers’ Life has brought out 
single premium whole life, 20 year en- 
dowment and endowment age 65 forms. 
These policies will be issued from ages 
16 to 35 (except whole life, issued to 
age 65). The company will accept up 
to $3,000 non-medical on these forms 
up to age 40. 

Fidelity Union now issues non-med- 
ical insurance up to $10,000 at age 0-35; 
maximum amounts issued at ages 36-40 
($5,000) and 41-45 ($3,000) remain un- 
changed. 

Grange Mutual now issues a lifetime 
security contract, which provides at the 
end of the premium-paying period, age 
60, three options, which for $5,000 orig- 
inal amount are cash of $5,160.95; or 
paid-up life policy for $7,325; or paid-up 
life policy of $1,000 and a life income of 
$25 monthly (females, $22.32) 120 
months certain. Another new policy is 
the juvenile estate builder, which en- 
dows at age 60 for $5,000. For each 
$1,000 of original amount, the death 
benefit automatically increases to $5,000 
on the anniversary of the policy nearest 
the insured’s 21st birthday. 

Great Southern has increased its re- 
tention limits to a maximum of $75,000. 

Indianapolis Life recently began add- 
ing the family income benefit to policies 
already in force, but only to those 
policies dated after Jan. 1, 1948. 

Ohio State Life is now issuing a 
mortgage cancellation policy and a 
mortgage redemption rider. The former 
is a non-par reducing term plan written 


being $2,500 and the maximum $20,000. 
The latter is the same as the company’s 
family income rider except that the 
death benefit is paid in a lump sum. 

Northwestern National has revised its 
non-medical limits as follows: men, 
single women, self-supporting widows 
and divorcees ages 10-30, $10,000; 31-35, 
$7,500; 36-40, $5,000; dependent girls 
ages 10-15, $10,000; other women ages 
16-40, $5,000; juveniles ages 0-1, $2,500; 
ages 2-9, $5,000. 


New Lincoln National 
Income Disability Rider 


Income disability benefits of $10 per 
month per $1,000 of insurance are now 
available to men only, 15 to 50 inclusive, 
from Lincoln National Life. 

Until Dec. 1, policies may include 
either the new $10 benefit or the old 
$5 rider, depending upon which provi- 
sion is requested. After that date, how- 
ever, only the new $10 rider will be 
available. The benefits may be issued in 
connection with any of the present plans 
except retirement income or convertible 
term. 

Maximum amounts of income dis- 
ability benefits which the company will 
now write are: $250 per month in Lin- 
coln National alone, a total of $500 per 
month in all companies or one-half the 
ners earned income, whichever is 
ess. 

Income benefits are payable if dis- 
ability occurs prior to the policy anni- 
versary nearest the insured’s 55th birth- 
day. They will continue during total 
disability until the policy matures or 
until the policy anniversary nearest the 
insured’s 65th birthday, whichever is 
earlier. If the policy does not other- 
wise mature by age 65, the income will 
cease at 65 and the policy will then ma- 
ture as an endowment for the sum in- 
sured, regardless of the original plan. 

Premiums for the new income dis- 
ability rider will automatically cease on 
the policy anniversary nearest the in- 
sured’s 55th birthday even though pre- 
mium waiver disability coverage is then 
effective for five additional years. 





Guardian Keeps ‘50 Scale 


Guardian Life will continue in 1951 its 
1950 scale of dividends except on term 
policies. For term issued prior to July 
1, 1950, the new scale will result in 
greater consistency between net costs 
of such term policies and those of term 
policies issued on and after that date. 

The rate of interest allowed in 1951 
on dividends left to accumulate at in- 
terest will be the rate guaranteed by 
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sails and full cargo. 


LIFE 


DETROIT 2, 


Waar lovely visions are mirrored in the eyes of 

a child. The horizon of Life lies bright before him 

and dreams, like ships at sea, are laden with happiness. 
Farsighted mothers and fathers realize the 

privilege that is theirs to provide their children 

with the tools of life. In providing the benefits of a 

Maccabees Educational Endowment plan they 

launch a ship that later will return with set 


Maccabees representatives find unusual response 
and interest in the opportunities for development 
of talent and ability offered in Junior Court training. 
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MICHIGAN 


3%. 
_The amount estimated to be paid, 
dividends in 1951 is $3/2 million, up g¢ 





Aetna ‘51 Dividends Same 


Dividends to participating life insu. 
ance policyholders will be Continue 
during 1951 at the present scale, Ata; 
Life announces. Interest on Proceeds gj 
policies left with the company and 
dividend accumulations will " conting 
to be 234%, except where a higher rate 
is guaranteed. This will also apply jn the 
non-participating department. — ; 


Continue N.W. Mutual Scal. 


Northwestern Mutual will conting 
the same dividend scale in 1951 as wa 
paid in 1950 and 1949. The rate of it 
terest under options of settlement api 
dividend accumulations will still}, 
2.75%, except where a_ higher rate j 
guaranteed. Dividends payable in 493) 
total approximately $38 million. 





Supreme Liberty Life has brought 
out a mortgage redemption plan whic 
is a combination of whole life an 
yearly reducing term. Minimum issued 
is $1,000 whole life and $1,000 term, — 





International Fidelity of Texas is a 
cepting non-medical applications 
males aged one day to 45 years up to 
$7,500 and females in the same age 
range up to $5,000. 


MANAGERS — 


Indianapolis Managers 
Set Up Crane Memorial 


An E. A. Crane memorial fund ha 
been set up by the Indianapolis Gener 
Agents & Managers Assn. Mr. Crane 
Indianapolis general agent for North. 
western Mutual from 1928 until hi 
death this year, was a trustee of Ne 
tional Assn. of Life Underwriters ani 
Past president of both the Fort Wayn 
and Indianapolis associations and the 
Indianapolis managers. He played a 
important part in the establishment 
the Purdue course and, at the time ¢ 
his death, was chairman of the course’ 
advisory committee. 











Tampa Cashiers Organize 


Tampa Assn. of Life Cashiers hus 
been organized with Ethel C. Ulm 
president, Mildred Schuetze, vice-pres: 
dent; Verda Fletcher, secretary-treas 
urer, and Rosalie Abromivitz, assistant 
secretary. 

The next meeting will be Nov. li 
when trustees will be elected. The 
speaker will be William R. McKemit 
manager for Acacia Mutual. 


Wherry to Speak Nov. 13 


Ralph H. Wherry, associate profess0 
of economics at Penn State College 
will discuss “Underwriter Training- 
How it Affects You and Your Ass0- 
ciates” before the Pittsburgh Lit 
Supervisors Club Nov. 13. 








Smith Fort Whee Speaker 


Hastings A. Smith, general agent 0 
New England Mutual, spoke befor 
Fort Wayne (Ind.) Life Managers 
Assn. on “Pre-selection and Post-selet 
tion.” 


- ne 








Mutual Life has taken notes from 
Basic Refractories, Inc., Cleveland. 
totaling $1.65 million. Central Nation 
Bank of Cleveland has also loaned Bast 
Refractories $750,000. 
















Mutual Life has lent $598,000 to thé 
McBee Co., Athens, O., office machit 
ery manufacturer, on a 15-year note. 
The New York Trust Co. has also lett 
the McBee Co. $402,000. 













Novemb 
=— 


Elec 
inIn 


(CO 
Pa 
appoint 
October. 
an insu 
leftist @ 
prehenst 
for insu! 
had the 

Gover! 
election 
indicated 
his Ret 
more th 
jority ty 
casts Wé 
he woul 
Harring! 

The t 
sioner 
Harring 
without 
goes ba 
days WwW 
tough a 
company 

In Di 
date, W 
won 01 
Bridgev! 
local ag 
ticket 
state. 
political 
~ Willia 
missione 
over 80 
Bridgev! 

The r 
in Ohio 
intenden 

John J 
insuranc 
concedec 
Congres 
publican 
a fourth 
as com 
position 
cludes ir 
was not 
With 24 
D’Ewart 
20,061. 

Comm 
who is 
leading - 
Wichita 
complete 
third ter 

In O| 
F. Dick 
111,290 » 
2.338 pri 

Repub 
insura 
Dakota. 

The c 
is believ 
agitation 
state fur 

There 
unrelate 
Donald 
commiss 
of Pos 
Hemeny 
the Post 
N. A. I 

Memb 
legislatiy 
and reg 
by goo 
districts. 
their mz 
assembly 
Republic 
chairmar 

Senate 
publican 
Demoer: 
zie, Beln 
Republic 
Demoer: 
committ: 
as the 
senate o 
Rye, Re 
on the | 
can mer 






not less thar 


O be paid x 
illion, up 9¢ 


S Same 
1g life iNsuy. 
© CONtinug 
scale, Aetn; 
1 proceeds gj 
pany and 
vill Continy: 
a higher ra, 
) apply in the 
it. 


ual Scal, 


Vill continy: 
1951 as wa 
eC rate of ip. 
ttlement ani 
ill still 
oher rate i 
able in 4939 
llion, 


has brought 
Plan whi) 
le life ani 
MUM issued 
000 term, 


Texas igs a. 
ications qq 
years up ty 
> same ag 


ee 


5 


——— 
ers 
rial 


al fund has 
olis Gener 
Mr. Crane 
for North 
3 until his 
stee of Ne 
writers and 
‘ort Wayne 
1s and the 

played a 
lishment o 
the time o 
the course’ 


yanize 
ashiers has 
1 C. Ulm 
vice-presi- 
etary-treas- 
Z, assistant 


e Nov. 1i, 
scted. The 
McKemie, 


v. 13 


e professor 
e College 
Training- 
‘our Ass0- 
urgh _ Life 


peaker 
1 agent 0 
ke before 
Managers 
Post-selet- 








otes from 
Cleveland 
1 Nationa 
aned Basi 


LIFE INSURANCE EDITION 





November 10, 1950 





——— 


Election Lays Dust 
inInsurance World 


(CONTINUED FROM PAGE 1) 

~~ 

appoint when Forbes’ term expires next 
October. Williams never got to appoint 
an insurance commissioner. He is a 
ieftist and insurance people were ap- 
prehensive as to who might get the nod 
jor insurance commissioner if Williams 
had the say on this. 

Governor Dever, Democrat, won re- 
dection in Massachusetts handily by an 
indicated 250,000 majority over Coolidge, 
his Republican opponent. This was 
more than 100,000 less than the ma- 
jority two years ago. Preelection fore- 
casts were that if Dever won with ease 
he would not reappoint Commissioner 
Harrington. s ; 

The term of Harrington as commis- 
sioner ran out last April. Dever hates 
Harrington but has let him coast along 
without appointment so far. The feud 
goes back to the old Canton Mutual 
days when Harrington took a_ very 
tough attitude toward this malodorous 

mpany. F ; 
a“ —_ the Republican candi- 
date, William R. Murphy of Milford, 
William E. Ferguson of 





won over te 
Bridgeville, Democrat. The latter, a 
local agent there since 1924, led his 


ticket but the Republicans swept the 
state. Mr. Murphy has held several 
political offices. 

‘William J. Swain, the present com- 
missioner, was not renominated. He is 
over 80 and is living in retirement at 

Bridgeville. His health is poor. 

The reelection of Governor Lausche 
in Ohio is assumed to mean that Super- 
intendent Robinson will be reappointed. 

Tohn J. Holmes who has been Montana 
insurance commissioner since 1932 has 
conceded the election of his opponent to 
Congress in the eastern district—Re- 
publican D’Ewart, who will enter upon 
a fourth term. Mr. Holmes continues 
as commissioner, as the state auditor 
position which he holds and which in- 
cludes insurance department supervision, 
was not involved in the current election. 
With 240 precincts out of 746 reporting 
D’Ewart had 22,548 votes and Holmes 
20,061. 

Commissioner Sullivan of Kansas, 
who is vicepresident of N.A.I.C. was 
leading Democrat Lawrence R. Crane of 
Wichita by a margin of 3 to 2 on in- 
complete returns. This will be Sullivan’s 
third term. 

In Oklahoma Commissioner Donald 
F. Dickey had 193,885 votes as against 
111.290 for Harold Spink Howard with 
2,338 precincts out of 3,776 reporting. 

Republican A. J. Jensen was elected 
insurance commissioner of North 
Dakota. 

The conservative swing nationally, it 
is believed, will put a damper on the 
agitation in North Dakota to set up a 
state fund for automobile insurance. 
There will be a change in Vermont 
unrelated to the election inasmuch as 
Donald A. Hemenway has resigned as 
commissioner to become vice-president 
of Postal Life & Casualty. Mr 
Hemenway has been very friendly with 
the Postal L. & C. delegation at recent 
N. A. I. C. conventions. 

Members of the New York state joint 
legislative committee on insurance rates 
and regulation were returned to office 
by good margins in their respective 
districts. The Republicans increased 
their majorities in the senate and state 
assembly meaning that Senator Condon 
Republican, Yonkers, will continue as 
chairman of the committee. 

Senators S. Halpern, Queens, Re- 
publican, and Friedman, Brooklyn 
Democrat, and Assemblymen Macken- 
zie, Belmont, Republican; Rabin, Queens. 
Republican, and Dwyer, Brooklyn 
Democrat, all won. The only change ir 
committee membership will come about 
as the result of the election to the 





000 to the 
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year note 
s; also lent 


senate of Assemblyman McCullough o‘ 
Rye, Republican. He will be replaced 
on the committee by another Republi- 
can member of the house. 


YUM 


International Claim Assn. 
Announces ‘51 Meeting Date 


John Ayer, New England Mutual 
Life, president of International Claim 
Assn., announces that the 1951 meeting 
will be held at the Monmouth Hotel, 
Spring Lake, N. J., Sept. 11-13. Ken- 
neth C. Berry, who is with Lumber- 
men’s Mutual Casualty, chairman of the 
executive committee, has called a meet- 
ing of the committee in New York 
Nov. 16 when plans will be discussed 
for that meeting. 


Day, Bernhard on New Committee 


Mr. Ayer has appointed a_ service 
claims liaison committee to work with 
the armed forces in facilitating the 
handling of claims. Godfrey M. Day, 
a former president of the association, 
is chairman. Frederick T. Bernhard, 
Home Life, now vice-president and 
chairman of the public relations com- 
mittee of the association, is serving 
with Mr. Day. Both served on the war 
claims liaison committee in the last 
war. 

A manual of procedure for service 
death claims has been prepared by the 
committee and is being distributed to 
members. American Life Convention 
and Life Office Management Assn. are 
also securing copies. 


Mutual Shifts Loan Men 


Harold W. Anway, district manager 
of the farm loan division of Mutual Life 
at Cedar Rapids, 
Ia., has been pro- 
moted to assistant 
manager of the 
division at the 
home office. 

Roy L. Dilling- 
ham, field supervis- 
or in Cedar Rapids, 
has succeeded him. 

Mr. Anway joined 
the company = in 
1945 and was 
named district 
manager in 1946. 
Prior to joining 
Mutual Life he was 
secretary of Production Credit Corp., 
a unit of the Farm Credit Corp. 

Mr. Dillingham was a farm appraiser 
with the corps of engineers before he 
joined Mutual Life. From 1929 to 1948 





H. W. Anway 


the was with the farm loan section of 


Aetna Life. 





Importance of Actuaries’ Clubs Stressed 
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over the years. He mentioned that he 
had visited nearly all of them in his 
term of office. 


ACT AS ADVISERS 








Mr. McConney also touched on the 
growing importance of the actuary as 
an adviser to federal, state and local 
governments and to corporations and 
associations, and also to groups of in- 
dividuals. There are, he said, however, 
still wider possibilities, for ‘a combina- 
tion of a capacity to weigh mathe- 
matically various courses of actions, 
with a broad knowledge of the study 
and management of financial affairs and 
the practical effect of economic influ- 
ences is so valuable that those possessed 
of these qualities are recognized in com- 
merce and industry to an increasing 
extent.” 

A. M. Niessen, supervising actuary 
of the railroad retirement board, in his 
paper on projections and how to make 
use of them, said that one of the prob- 
lems facing the pension actuary is how 
to make his findings intelligible to per- 
sons not well acquainted with actuarial 
terminology. 


Concepts Hard to Grasp 


He pointed out that concepts of re- 
serves and past service liability are par- 
ticularly troublesome because their true 
significance is not easy to grasp. He 
suggested that some of these difficulties 
can be overcome ‘by supplementing the 
conventional cost estimate with a pro- 
jection which would show annual esti- 
mates of income and outgo in future 
years. The projection might also show 
the progress of the fund under changed 
benefit provisions and different financing 


schedules. Mr. Niessen also presented 
an outline of an actuarial technique 
that will produce a reasonably good 


projection without an excessive amount 
of work. 

A new mortality table for the evalua- 
tion of annuity benefits was presented 
in a joint paper by Elgin G. Fassel, 
actuary, and Joseph C. Noback, assist- 
ant actuary of Northwestern Mutual. 

The principal feature of their table, 
called the progressive annuity mortality 
table, is that it provides automatically 
for improvement in annuitant mortality 
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insurance program. 


MODERN WOODMEN OF AMERICA 
ROCK ISLAND, ILLINOIS 


Its record of prompt pay t 
the life insurance field. 


by use of a set of year-of-birth tables 
which bear a simple relationship to each 
other. Values are published for the 1900 
year-of-birth group. However, by a suit- 
able adjustment of the age, these values 
may readily be used for other year-of- 
birth groups. For example, an advance 
of 25 years in the year-of-birth group 
is handled by a one-year adjustment in 
the age of the annuitant. 

In presenting a summary of their 
paper, the authors stated, “for several 
decades a progressive improvement in 
mortality has been observed. This im- 
provement has been evident among an- 
nuitants as well as among insured lives. 
Since there is every likelihood that this 
trend will continue into the future, it 
is important that annuity rates and re- 
serves give proper weight to this secular 
trend.” 


New Zealand SS System 


Robert J. Myers, chief actuary of the 
U. S. Social Security Administration, 
presented a paper on the New Zealand 
social insurance system, which he said is 
one of the most comprehensive of such 
systems in the world. He said that ex- 
penditures of the fund have increased 
steadily in recent years and in 1949 
amounted to about $120 million or 
roughly 10% of national income and 
that it is estimated that, taking into 
account the aging of the population and 
other factors, the cost of the program 
will ultimately be about 15% of the 
national income. 

That the large sample distribution is 
not changed much even when, as usually 
happens in practice, the probability of 
death during the time interval is not 
the same for each of the statistically in- 
dependent persons observed was dem- 
onstrated in a paper presented by John 
E. Walsh of the Rand Corp., Santa 
Monica, Cal. 

A new mortality table, “The Pruden- 
tial 1950 Group Annuity Valuation 
Table,” was presented in an actuarial 
note by H. E. Blagden, 2nd _ vice-presi- 
dent and associate actuary of Prudential. 


Pittsburgh Life Insurance and Trust 
Council Nov. 14 will hear Philip K. 
Herr, vice-president in charge of trust 
investments Fidelity Trust Co. of Pitts- 
burgh, discuss “The Past, Present and 
Future Value of the Dollar.” 


YEAR 


MODERN WOODMEN OF AMERICA 
WAS ESTABLISHED 


The Facts and Figures Tell the Story of Modern Woodmen 


Modern Woodmen now has a 68 year record of faithful service 
to insureds and beneficiaries. 


More than $745 million have been paid in benefits. 
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Assets exceed $160 million in a strong investment portfolio. 


More than 25 certificate forms are issued . . . covering the 
insurance needs of every member of the family from birth 


Qualified insurance counselors, schooled in the facts and 
applications of life insurance, give advice 
which is invaluable in scheduling a life 
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Ill. Groups Not to 
Rest on Laurels 


(CONTINUED FROM PAGE 2 


sociation prepared under the painstaking 
direction of Gerard S. Brown, Penn 
Mutual, Chicago. 

The Round Table at its annual meet- 
ing demonstrated that its post-war re- 
naissance was furthered during the 
tenure of George C. Treadway, New 
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York Life, Peoria, as chairman. The im- 
portance of the increase in membership 
to the present members was demon- 
strated by the awarding of a certificate 
to Harry Kliff, Phoenix Mutual, Chi- 
cago, as “man of the year” for his out- 
standing service as chairman of the 
membership committee. This is the first 
time such an award has been made by 
the round table and another honor was 
extended to Mr. Kliff who was ele- 
vated to the post of 2nd vice-chairman, 
despite the fact that he had not put 
in the customary apprenticeship as a 
director for this job. An important 
adjunct in the successful drive to en- 
list more $250,000 or better producers 
in the Illinois Round Table was the 
award this year, at Mr. Treadway’s sug- 
gestion, of plaques to those who quality 
in place of the certificates which were 
awarded in previous years. 

Featured speaker at the round table 
meeting was the well known estate at- 
torney from Champaign and Chicago, 
John A. Appleman, a digest of whose 


remarks appears elsewhere in this issue. 
Sales Congress Draws 500 


The Peoria association sales congress 
closed the series of state meetings by 
drawing a near-record crowd of 500 and 
by presenting a real array of life in- 
surance talent plus pretty girls and gay 
decorations. J. Kenneth Wyard, John 
Hancock, Peoria, presided as general 
chairman of the sales congress. 

Heavy artillery at the sales congress 
was provided by Mr. Moynahan; James 
FE. Rutherford, vice-president of Pru- 


dential; James J. Raidy, director of 
agencies American National; C. L. 
O’Quinn, Aetna Life, Laurel, Miss.; 
William D. Davidson, Equitable So- 


ciety, Chicago, and R. B. Hulsen, Mor- 


man Manufacturing Co., Quincy, III. 
Most of these speeches are treated 
in separate stories in this issue. 

At a luncheon sponsored by the 


Peoria General Agents & Managers, a 
large group of management personnel 
heard B. N. Woodson, executive vice- 
president of State Life of Indiana, de- 
liver a comprehensive outline of the 
philosophy and fundamentals of agency 
management which has animated his 
success in this field. E. R. Small, Lin- 
coln National, Peoria, presided as head 
of the local managers, and presented 
a valise to James B. Scott, manager for 
Prudential at Peoria for many years, 
who is soon to be transferred to Coving- 
ton, Ky. Treatment of Mr. Woodson’s 
remarks are to be found elsewhere in 
this issue. 

A high point of the Illinois meeting 
was the fellowship dinner honoring John 
D. Moynahan, Metropolitan Life, Ber- 
wyn, who is the new president of Na- 
tional Assn. of Life Underwriters and 
J. Edward Day, who is comparatively 
new as Illinois insurance director Mr. 
Day displayed a lively wit in a short 
speech which was his introduction to 
most of his hearers. 


Canada Seeks Law to Halt 
Life Stock Speculation 


(CONTINUED FROM PAGE 3) 


earnings that may be paid to stock- 
holders from 10% to 2%% for a com- 
pany the size of Sun Life is unfair to 
stockholders. He expressed the fear 
that a small Canadian group  couid 
easily buy control, to the detriment of 
American shareholders. However, he 
denied that he was out to purchase 
control. 

The Ralph Samuels Co. here says 
it has also been a major buyer in the 
recent Canadian life company stock 
transactions. 


The Richard V. Hopple agency of 
National Life of Vermont at Cincinnati 
has moved into new quarters at 604 
First National Bank building. In addi- 
tion to being more efficiently arranged 
and more commodious than the former 
office, the new office has a more central 
location in the business district. A 
formal opening will be held later this 
month. 


More War, Aviation 
Clause Changes 


(CONTINUED FROM PAGE 7) 


or higher premium plan (including in- 
surance already in force in this com- 
pany) except those subject to aviation 
hazard as a regular part of their mili- 
tary or naval duties. 

Connecticut General — Results ty pe 
clause for those in the armed forces, 
national guard and reserves who may 
be subject to hazardous service outside 
the home area (partial aviation exclusion 
rider may also be used in the case of 
flying personnel); for males age 17 to 
30 who may be drafted or otherwise 
enter military service; for doctors, 
dentists, and allied specialists who may 
be called to active military service (this 
will apply principally to those who re- 
ceived any part of their training at gov- 
ernment expense and who had less than 
21 months of active service since 1940 
and to those under age 35 who were 
trained at their own expense and who 
did not perform any military service 
subsequent to 1940); for commercial air 
line pilots and other civilian pilots age 
30 and under who have participated in 
military aviation within three years; for 
those over age 30 where there may be 
a war hazard (partial aviation exclusion 
rider may also be used in the case of 
flying personnel). Certain individuals 
in the preceding classifications may be 
accepted for same amount of insurance 
without the war and aviation rider, but 
it may be necessary to refuse regular 
plans of term insurance and the disabil- 
ity indemnity benefits. 

* * OX 


Lincoln National — Applications for 
policies without war or aviation restric- 
tions are being considered from service 
personnel not subject to a military avia- 
tion hazard. “Service personnel” is de- 
fined as members of the armed forces 
on active duty, members of the national 
guard or reserves who have been alerted 
or called for active duty and civilians 
who have volunteered for military serv- 
ice or have been ordered to report for 
induction into military service. Service 
personnel subject to a “military aviation 
hazard” include pilots, student pilots, 
flight surgeons, observers, bombardiers, 
gunners, navigators, crew members, 
paratroopers and airborne infantry. Only 
ordinary life or higher premium plans 
will be issued to service personnel 
(lower premium plans or policies with 
term riders will be issued only with war 
and aviation clauses), subject to war 
and aviation clauses on amounts in ex- 
cess of $5,000. 


* * * 


Pacific National—No war and aviation 
clause on plans with higher premium 
than ordinary life up to $5,000 including 
old insurance, except those subject to 
aviation hazard as a part of their mili- 
tary duty. If the applicant is a member 
of the armed forces on active duty, or a 
member of the national guard or re- 
serves actually alerted or called to duty, 
or has volunteered or been ordered to 
report for induction, a war and aviation 
clause will be included on ordinary life 
or lesser premium form, any policy with 
original beneficiary insurance or family 
income or multi-protection rider, or 
any amounts over $5,000. 


Heads Hartford Red Cross 


. O. Hoover, who retired recently 
as superintendent of life agencies of 
Travelers, was last week elected chair- 
man of Hartford Red Cross. He suc- 
ceeds H. Martin Tenney, 2nd_vice- 
president in charge of mortgage loans 
at Connecticut Mutual. Mr. Tenney is 
now a member of the eastern area coun- 
cil of the Red Cross. 

Other newly-elected officers of the 
Hartford chapter include Francis T. 
Fenn, Jr., associate general agent of 
National Life of Vermont, vice-chair- 
man, and C. W. Van Beynum of Trav- 
elers’ publicity department, director. 


Switch Emphasis 
to Conservation | 
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in improved employe attitude and oy, 
put. The group insurance people hay, 
got to be able to show the men why 
run the company that the employs 
understand the coverage and apprecig. 
it and that existence of the cover hy 
bettered the whole concern. In the 4. 
most impossibly competitive and cop, 
plex group rate situation, Mr. Tarrgy, 
suggested that the company people ¢. 
emphasize rates and costs as much x 
possible and concentrate on selling ti 
employer that they offer the type ¢ 
coverage which will better the work: 
and in turn increase cooperation }y. 
tween employes and make for mop 
efficient and careful use of equipmen 
Group can provide better health ap; 
greater efficiency. j 

In this inflationary time, the insurane 
people should not miss the chance 4) 
place stress on the fact that writing 
fringe benefits in connection with pz. 
gaining is far better than presenting 
additional money in pay _ envelope 
which does nothing but bid up pric 
and inflation, he said. Eventually moy 
employes are going to get a great de 
in the way of benefits and the presep: 


inflationary time provides opportunity 
for management to push for thee 
fringes. 


Seek 1514% for Time Not Worked 


The speaker stated that in agitatio: 
for increases in insurance benefits unde 
the railroad retirement act, the uniox 
have set 1544% of payroll as a standar 
amount to be devoted for time no 
worked, including sick leaves and jp. 
surance benefits. Other labor unions g& 
eyeing this as a standard and will lk 
pushing for the same thing, he said. | 
is not uncommon in many organization 
today to find the percentage of payril 
paid for time not worked approximate 
this 154%% or better. This makes; 
great deal of difference to many fims 
whose direct labor costs are reckonel 
at 50% or greater of net sales. The 
amount devoted to the time not work! 
payment or fringe benefits can in many 
cases make the difference between bein 
in the black and in the red. Hence t 
is of the utmost importance that th 
insurance companies are able to demo 
strate to the employer that he is gettix 
his money back when he invests in et: 
ploye benefit coverages, he commentel 
































Assessment Associations 
Must Incorporate in Iowa 


Any assessment association — whit 
issues contracts the performance ¢ 
which is contingent upon payment ¢ 
assessment upon its members must it 
corporate and qualify under Iowa 
surance laws, according to a_ opini0t 
handed down by the state attorne- 
general’s office. Other opinions hel 
that the same holds true if the dea 
benefits are not guaranteed as to amout! 
and if casualty insurance is also prt 
vided. 

The groups have contended in tit 
past that since they are not incorporate! 
they do not come under the insuratt 
statutes on the grounds the statute de 
fining assessment associations include 
only corporations. The opinion hei 
that the confusion resulted over tt 
code editor making a heading of “ass 
ciation defined” over the section whit! 
describes an assessment association at 
that the word “association” had 
broader meaning than that described # 
the section of the Iowa code. 


John Hancock Hobby Show 


More than 2,000 people attended 
hobby show put on by home office & 
ployes of John Hancock. Profits of 
show will go toward Christmas gilts " 
company personnel in the armed fort 
Entries included both handicraft % 
collections. 
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Any evening New Yorkers want to know the 
weather outlook they look at the sky above 
Broadway. There, on top of the new Mutual 
Life building at 55th Street and Broadway, 
shines the Mutual Life Weather Star, signal- 
ing the official Weather Bureau forecast. 
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Opportunity 
1 for thes 

This unique beacon towering one-tenth of a 
Worked mile above Broadway is visible for miles. 
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A simple color code is used to report the 
forecast. Bands of light run up the tower 
when the temperature is expected to rise— 
and down when the temperature is expected 
to fall. At the base of the tower there is a 
jump clock that tells the time in figures 712 
feet high. 


The Weather Star went into action for the 
first time with appropriate ceremonies on 
August 30, during Mutual Life’s Top Club 
and Builders Club conference. The Weather 
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TRAVELING TIME: 


A SMILE A MINUTE 


The other morning, Frank Coburg, Equitable Society 
representative in a small midwestern city, left home for 
the office. As he closed his front door, a cheerful young 
voice called, “Hi, Mr. Coburg, you coming to see me pitch 
against Washington High next Saturday?” 


* * « * 


“Sure will, Johnny.” Frank promised. And to himself, he 
added, “You don’t know it. Johnny. but you probably 
wouldn't even be in school if | hadn't talked to your Dad 
about extra life insurance protection just six months before 
he died.” 

At the bus stop, Frank ran into Joe Harris, his next door 


neighbor. 


“Say, Frank,” said Harris, “I just mailed a check for the 
last payment on that Assured Home Ownership Plan you 
sold me 15 years ago. It’s a wonderful feeling to own your 
home free and clear.” 

At this moment, the door of a big convertible opened in 
their faces. “Give you a lift downtown?” The speaker was 
H. J. Harrington of Harrington & Co. 


* * * * 


“Coburg,” remarked the industrialist, “that Group Insur- 
ance Plan you wrote for our company is working out fine! 
I'm glad you kept after me tll I signed on the dotted line.” 
Frank smiled to himself, “In just three minutes.” he 
thought, “lve run into three people who have good reason 
to be grateful to me. Mighty good way to earn a living... 
being a representative of The Equitable Life Assurance 
Society.” 
* * * * 


One of a series of advertisements illustrating how a representative of The 
Equitable Life Assurance Society serves his community by selling life insurance. 
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THE EQUITABLE 


LIFE ASSURANCE 


SOCIETY 


LISTEN TO “THIS IS YOUR FBI"... official crime-prevention broadcasts from the files 
OF THE UNITED STATES 


of the Federal Bureau of Investigation...another public-service contribution spon- 
sored in his community by The Equitable Society Representative. 


THOMAS |. PARKINSON, President 
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